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INDUSTRY CONTROL 


te National Industrial Recovery Act, 


which has just become a law, makes cooperation within an 
industry imperative. Price stabilization will be encouraged 
through agreements among members of an industry to elim- 
inate unfair trade practices, adopt uniform systems of account- 
ing and sell only at a profit. Each industry will be required to 
adopt and live up to a code of ethics to be approved by the 
Government. Failing to do this, the Government will set up a 
code under which the industry must operate. While it is 
expected that attention will be given first to manufacturers, it 
is nevertheless important that distributors be so organized as 
to make their needs known to manufacturing groups to insure 
that any plans of operation set up will protect their interests. 
The distributor's greatest assurance of fair treatment under this 
new Act rests in a strong representative trade association and 
it is unthinkable that any member of the industry will hesitate 


in aligning himself with his trade organization immediately. 




















Standard Belt 
Silver Edge Belt 
V-Belt 

Cone Belt 
Conveyor Belt 
Acid Hose 

Air Hose 
Contractors Hose 


Textile Mill Specialties 


Creamery Hose 
Dredge Sleeves 


Asbestos Brake Blocks 


C. |. Air Tubing 
Fire Hose 
Hydraulic Hose 
Packers Hose 
Paper Mill Hose 
Sand Blast Hose 
Sand Suction Hose 
Steam Hose 
Water Hose 
Chute Lining 
Launder Lining 
Garden Hose 


Industrial Brake Lining 


Other 


Compensated Belt 
Conveyor Belts 
Suction Hose 

Oil Hose 

Oilless Bearings 


Other Grades of Hose 


Products 
Matting 
Pump Valves 
Tubing 
Washers 
Molded Goods 
Packing 


Belting of Every Description 
Molded Hose for Every Service 

















N the May issue of this magazine 
is presented the most patent set of 
facts ever compiled relating directly 
to the cost of industrial distribution. 


Between manufacturer and user, the 
distributor is a necessary link. He serves 
Industry efficiently and economically in 
the shortest possible time —that is our 
experience and belief after 40 years 
as manufacturers of the Condor Line of 
Mechanical Rubber Goods. 


Manhattan jobbers receive the benefit 
of our specialized research and engi- 
neering developments, as well as the 
support from a consistent cooperative 
merchandizing and service policy. 


Write for details of the Condor Franchise. 


Sole Makers of Compensated Belting . . . The Low Tension Rubber Belt 


The Manhattan Rubber Mfg. Division of Raybestos-Manhattan, Inc. 


Executive Offices and Factories, Passaic, New Jersey 
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The MAGAZINE OF INDUSTRIAL DISTRIBUTION ° 


James A, CHANNON 
Managing Editor 


A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 
trading area. 


3—SPECIALiZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4—ADVERTISE 


By developing a well- 
balanced program of 
publicity. 
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To Mill Supply Distributors... 


This advertisement is one of a series addressed to administrative and 
operating executives of American Industry on behalf of Goodrich 
quality and performance standards. It is designed to support the sell- 
ing activities of Goodrich Distributors. Publications that carry this 
campaign are: The Business Week, Factory Management & Main- 


ee . . . of 
tenance, Mill & Factory and Power. There is hardly anything in the 


John Ruskin once said: 


world that some man cannot make 
a little worse and sell a little 


HERE is one rule that can never cheaper, and the people who consider price 
be broken with impunity. It isthe only are this man’s lawful prey.” 


rule that you cannot buy ‘‘somethin ; . 
y Y 5 Threatened by the ruinous practices of 

for nothing.” " : 
the price-cutter, American Industry 


Yet in every period of progressive must put its faith in quality alone .. the 


price-cutting . . . when cost-reduction —_unfailing quality of legitimate merchan- 


\ 


is the watchword and business-at-any-| 
price is the order of the day . . . there 
are always those who seek to ignore it, 
who are willing to trade their birth- 


—_ 
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price-pottage. It was of them that 
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dise .. recommended by the good name 
of responsible suppliers and warranted 


by an unblemished record of value. 


Here at Goodrich, we believe that the 
future belongs to those who will buy as 
they hope to sell .. on the principle that 
American production can never afford 


to forsake the quality standard. The 
B. F. Goodrich Rubber Co., Mechani- 
cal Rubber Goods Division, Akron, O. 


; Coo 


ALL 








GOODRICH MECHANICAL 
RUBBER GOODS INCLUDE 


Conveyor, Elevator and Transmission 
Belting ... Air, Steam, Water and Suction 
Hose... Rubber Lining for Storage, Pickling 
and Plating Tanks, Tank Cars, Pipe and 
Valves ... Hard Rubber Goods. . . Packing 


. -. Molded Rubber Products... and a Com- 


plete Line of Miscellaneous Rubber Items. 
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IN RUBBER 
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ere’s a disc holder 
that saves my time... 





it’s easy to take off... yet it never falls off 


Jenkins advertising is telling your customers about Fig. 
106-A Jenkins Standard Bronze Globe Valves, with the 
slip-on, stay-on disc holder that never falls off at the 
wrong time. It will pay you to follow-up. Demonstrate 
how a turn on the handwheel locks the disc holder to 
the spindle before the bonnet is removed... how a 
reverse turn unlocks it when desired. Valve users will 
respond. They will be quick to see that this exclusive 
Jenkins feature saves time and trouble in renewing discs. 


Show them the other features described below. Only a 
Fig. 106-A has such a strong set of selling points .. . no 
other valve has this combination of time and money 
saving advantages. We’re telling valve users to buy 
from you. Follow up and you'll profit. 


JENKINS BROS., 80 white st., New York, N. Y.; 510 Main St., 
Bridgeport, Conn.; 524 Atlantic Avenue, Boston, Mass.; 133 No. Seventh 
St., Philadelphia, Pa.; 646 Washington Blvd., Chicago, Ill.; JENKINS 
BROS., Limited, Montreal, Canada; London, Eng. 


~~ 
Always marked with the “Diamond” 
(ee hos 






















REPACKED 
UNDER PRESSURE 


When this valve is 
wide open, the bev- 
eled collar on the 
spindle makes a 
strong tight joint 
with the beveled sur- 
face on the bonnet, 
so that the valve can 
be repacked under 
pressure. 


CHECK THE 5 TIME AND 


MONEY SAVING POINTS 





roe EXTRA DEEP STUFFING BOX 


Holds a large quantity of packing, com- 
pressed by follower, requiring less renewal 
and providing extra protection against leak- 
age around the spindle. 





MORE SPINDLE THREADS IN CONTACT 
WITH BONNET 


More spindle threads in contact with the 
bonnet provides longer wear and more ser- 
vice. On this point, too, Jenkins design 
excels. Note, also the clean cut threads. 








ONE-PIECE SCREW-OVER BONNET 


A bonnet of exceptional strength! The solid 
one-piece construction permits ease in taking 
off and replacing the bonnet over and over 
again without danger of distorting or spring- 





ing it. 





A eS SLIP-ON STAY-ON DISC HOLDER 
3 ~ This is an exclusive Jenkins advantage. Open 
i +] the spindle merely a turn or so, and you can 
“| take off the bonnet without the disc holder 
falling off the spindle. 








Nod aga 





JENKINS RENEWABLE DISC 


Of a resilient composition, the disc forms 4 
perfect contact with the valve seat, and pro- 
vides a leak-tight closing. It is specially com- 
pounded for the service. Easily and quickly 
renewed. 
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Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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The Trend of Supply Sales 
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DICATO 













INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR MAY 
100 = Average Monthly Sales, 1923—1925 


May sales return to October level. 


Increase noted in all sections. 


June increase looked for. 


HE long-looked-for pickup in industria! 

activity, which has put men back to 
work in the manufacturing industries, in- 
creased carloadings at a remarkable rate and 
pushed steel operations to a point where a 
profit is at last possible, reacted on industrial 
supply sales as everyone has freely predicted 
it would, if and when it arrived. 


The Sales Indicator for May reads 44.8, 
almost identical with that of last October 
and 40° up from the disastrous February of 
this year. The increase noted does not come 
from a few distributors here and a few there 
but is indicative of sales throughout the 
industry. 


It is evident, after consulting general busi- 
ness indicators, that most plants, in order to 
begin operations, have had to buy semi-pro- 
duction and maintenance items rather freely. 
Furthermore, the shortage of necessary items 
which every distributor knows still to exist 
in the plants of his territory must be filled 
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very soon if the curve of industrial produc- 
tion continues to rise. 


Distributors in all sections are enthusiastic 
over the possibilities for June sales. Fsti- 
mates range from a 10% rise over May to 
35°. Many vacations will, of necessity, go 
by the boards, sales and operating staffs will 
have to be rebuilt and stocks replenished. 


Distributors have told us that they are 
nearing or have passed the point where they 
can make a profit. The Industrial Recovery 
Act promises not only to help distributors’ 
customers but distributors themselves. For 
the first time in many months there is rea- 
son for honest optimism. ‘ihe Indicator still 
has quite a ways to go before reaching the 
level maintained in the 1923-1925 period, but 
its rapid rise in the last two months augurs 
well for the future. 


Sales indicators for the North Atlantic, Southern, Middle 
Western, Western and Pacific Coast states will be found on 
page 42. 
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Southern Association Holds 
Annual Convention in Memphis 


A brief of the Southern Supply and Machinery 


Distributors’ Convention proceedings 


How’s Business 


HE concensus of the southern 

distributors who met in Memphis 
May 19 and 20 at the annual conven- 
tion of the Southern Supply and Ma- 
chinery Distributors’ Association was 
that business is on the upgrade. In 
almost every instance distributors who 
reported for their respective terri- 
tories stated they had noticed im- 
provement not alone in sentiment but 
also in actual orders. 

Fred W. Glover, president, Textile 
Mill Supply Company, Charlotte, 
North Carolina, stated his company’s 
business is better than it has been for 
three years. Industrial activity, par- 
ticularly among the textile plants and 
oil companies is much improved, ac- 
cording to Mr. Glover. 

I. M. Archer, vice-president, Su- 
perior Supply Company, Bluefield, 
West Virginia, said that business in 
his territory was at low ebb January 
first of this year but since that time 
there has been a gradual though slight 
improvement. 

J. E. Dilworth, president, J. E. 
Dilworth Company, Memphis, looks 
for better business. He stated that 
the local situation had been helped 
considerably by government business. 

F. C. Bickers, president, James 
Supply Company, Chattanooga, Ten- 
nessee, said that the encouraging thing 
to him of recent weeks has been the 
absence of any decline in business. 
His own business, he reported, was 
spasmodic with one line up and an- 
other down. However, Mr. Bickers 
has noticed an increase in the number 
of orders being placed. Also, he point- 
ed out that confidence is returning and 
that a spirit of optimism prevails 
among Chattanooga distributors. 

D. D. Peden, president, Peden 
Company, Houston, Texas, reported 
the local situation as not good. There 
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had been a great deal of business 
activity, but when the price of oil was 
cut to 10 cents a barrel, the bottom 
dropped out of the market. 

T. W. Lewis, president, Lewis Sup- 
ply Company, Memphis, said it was 
his opinion that we were definitely on 
the way to better times. Mr. Lewis 
stated that, including the figures up 
until May 18, it was 40% better than 
last year. 

J. L. Pitts, president, Brown-Rob- 
erts Hardware and Supply Company, 
said that business was picking up in 
his locality. The lumber business is 
better and payrolls are on the in- 
crease, Mr. Pitts pointed out. 


* * * 


Local Groups 


HE distributors of Memphis 
have proved definitely that it is 
both possible and profitable to coop- 
erate through a local group organiza- 
tion. To a man, the Memphis dis- 





The New Officers 


President 
Cc. C. KRUEGER 


Ist Vice-President 
T. W. LEWIS 

2nd Vice-President 
F. C. BICKERS 


Secretary-Treasurer 


A. M. SMITH 


Executive Committee 


Chairman 


W. M. GIVEN 


F. M. ARCHER 
G. C. WEAKS 

C. A. McALISTER 
F. W. GLOVER 











tributors agree that one of the most 
important factors in improving the 
local business situation has been a 
local group that really functions. 

Phil Pidgeon, president, Pidgeon- 
Thomas Iron Company, stated that 
the secret of the success of the Mem- 
phis group is confidence among com 
petitors, honesty of purpose and sin- 
cerity of action. There’s no relying 
on salesmen’s gossip. Every case of 
complaint is investigated thoroughly 
before judgment is passed. 

Mr. Pidgeon said further that his 
company’s profit margin last year ran 
27% and one important reason why 
it was that good was because of the 
cooperation of the local distributors. 

T. C. Guinee, Jr., secretary, 
Riechman-Crosby Company, said that 
Memphis distributors get a fair profit 
on their business transactions, that 
none of them will meet anybody’s 
price. 

T. W. Lewis in commenting on the 
success of the Memphis local group, 
stated that distributors in any city 
could organize their local situation if 
the heads of the business would take 
it upon themselves to do the job. 

That cooperation with competitors 
pays is evidenced in the results ob- 
tained in Memphis where last year, 
according to Mr. Lewis, the distribut- 
ors improved their net profits 3% 
over what it would have been without 
a functioning organization. 

Before the Memphis houses got to- 
gether, Mr. Lewis said the attitude of 
distributors was how low must we 
quote to get the business. All this is 
changed now and everybody is better 
off as a result. 

Local groups in other Southern 
centers have not fared so well as in 
Memphis. 

F. C. Bickers reported the situation 
in Chattanooga as not good, as did D. 
D. Peden of Houston. George Win- 
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A group of distributors who attended the recent Convention of the Southern Association. 
from the left, is W. M. Given, retiring president. 


ship, Fulton Supply Company, said 
the Atlanta distributors worked well 
within the city, but not so well outside. 

In his report to the convention, 
Alvin Smith spoke strongly in favor 
of local groups. In part, he said: 

“Tf all distributors were organized 
in local groups, manufacturers would 
be bound to recognize them and if 
these units working together on a 
proper program made reasonable de- 
mands, they could be met. 

“Local groups should include not 
only members of the Association but 
all houses selling industrial supplies. 
Group organization can be successful 
only if the rank and file of industrial 
distributors, however classified, sup- 
port it morally and financially.” 


* * x* 


The Secretary’s Report 


N his annual report to the Conven- 

tion, Alvin M. Smith stressed the 
increasing importance of trade asso- 
ciations and urged that every effort be 
made to get all eligible Southern dis- 
tributors into the organization. 

Commenting on  manufacturer- 
distributor relations, Mr. Smith point- 
ed out that there has been a steadily 
increasing number of manufacturers 
who have announced sales policies 
favorable to the distributor—manu- 
facturers who realize full well that 
they can secure the widest and most 
profitable distribution for their lines 
in this nianner. 

One of the greatest disturbing ele- 
ments in the industry during the past 
year has been the ruinous price-cutting 
brought about by manufacturers ex- 
tending preferentials beyond the es- 
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tablished price to certain distributors, 
who, in turn, have broken down the 
market by passing these preferentials 
along to their customers. 

Price-cutting originates where an 
industry is producing more goods than 
can be consumed. In an effort to in- 
crease consumption, the price-cutter 
offers a concession in price. 

The remedy for price-cutting is 
simple, but not easy. It calls for a 
greater sense of responsibility on the 
part of business executives toward 
their stockholders and employees. It 
calls also for greater effort on their 





C. C. Krueger is the newly-elected president 
of the Southern Association. 





In the front row, second 


part to convince buyers that price- 
cutting is against the buyers’ own 
interests. 

Stabilization of prices is good for 
any industry. The great bulk of buy- 
ers desire to see their sources of sup- 
ply make a profit and want only as- 
surance that they are paying no more 
for what they buy than their com- 
petitors. 

With the passage of the National 
Industrial Recovery Act which is now 
before Congress, it will be possible to 
control such vicious practices. 

Mr. Smith emphasized the necessity 
for distributors to adopt fair buying 
policies. In part, he said: 

“Some distributors demand. sales 
policies from manufacturers but have 
not adopted definite buying policies of 
their own. The manufacturer has as 
much right to demand a buying policy 
from distributors as they have to de- 
mand a selling policy of him.” 


* ok Ok 
Membership Drive 


6 Southern Association is to 
launch an intensive drive for new 
members. Certain distributors, who 
already belong to the Association, in 
the various important centers, are to 
be charged with the responsibility for 
getting their fellow distributors into 
the fold. 

President Roosevelt has made it 
plain that he strongly favors trade as- 
sociations and will look to them for 
assistance in carrying out some of his 
constructive plans. 

If an association is to speak with 
authority for its industry, it must be 
representative (Turn to page 55) 
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Putting the Facts to Profitable Use 








The information concerning economical 
industrial distribution appearing in Mill 
Supplies last month has already been 
productive of definite results for the dis- 
tributing industry, but further and 
reater results will be obtained as dis- 
tributors follow through on the start 


made. 


Here are a few suggestions as 


to how distributors can carry on with 
profitable results 





ISTRIBUTORS, industrial 

buyers, manufacturers, econ- 

omists, government officials 
and others have acclaimed the May 
issue of MiLt Suppties as the out- 
standing contribution to progress in 
industrial distribution. 

The facts concerning economical 
distribution presented last month 
have been the means of stimulating 
considerable thinking on the part of 
every interested factor. They have 
fired distributors with a new appre- 
ciation of their responsibility to in- 
dustry, caused manufacturers to in 
vestigate their sales policies and users 
to check their buying policies. 

With the May issue has begun a 
“new deal” for those far-seeing dis- 
tributors who are prepared to fulfill 
their responsibilities to industry in an 
adequate manner and follow through 
on the start which has been made. 

For the facts presented in this 
magazine last month are but a start. 
The firing of one shot alone cannot 
change the buying habits of users, 
nor the sales plans of manufacturers. 
The real test comes now and its suc- 
cess is largely dependent upon the 
effectiveness of the barrage laid down 
by distributors themselves. 

The May issue of Mitt Surrvirs 
can perform no miracles. Those dis- 
tributors who end their activities 
with the mere sending out of the 
important information compiled can 
look for only limited results. On the 
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other hand, those who make the full- 
est use of the facts both as an educa- 
tional tool for their own staffs and 
as a builder of business among indus- 
trial users are sure to profit in direct 
proportion to the manner in which 
they follow through. 

“But how,” you may ask, “can we 
follow through to get the best re- 
sults ?”” 

First of all, use the facts compiled 
to school the members of your own 
organization. Every man on your 
staff should be provided with a copy 
of Mitt Suppties for May or else 
have ready access to one. Urge that 
this issue be studied thoroughly and 
see to it that its contents are dis- 
cussed either in regularly organized 
meetings or informally. It is of 
primary importance that the distrib- 
utor be fully versed in the facts as to 
what it costs users to maintain stocks 
of industrial supplies at the plant so 
that he can speak with authority in 
showing users how they can save by 
purchasing from him. The distribu- 
tor should be fully aware of the im- 
portance of turnover in the determi- 
nation of the ultimate cost of supplies 
handled. He should be in a position to 
prove to the buyer with facts that the 
bigger the turnover the lower the cost 
of carrying supplies and that buying 
from the distributor makes increased 
turnover possible. Proper study of 
the May issue of MILL Supp Lies will 
enable the distributor to prove his 


case to the satisfaction of the most 
skeptical buyer. 

In the thousands of cases where 
copies of the May issue of MILL 
Supplies have been put into the 
hands of plant men, distributors 
should develop a carefully worked- 
out follow through. In many in- 
stances, buyers will really study the 
facts without any urging on the part 
of the distributors, but in others it 
will be necessary to keep hammering 
away to secure the desired results. 
There are several methods which dis- 
tributors can employ in following up 
buyers. 

1. By a campaign of personal let- 
ters directed to the individuals who 
receive the magazine. 

2. By breaking down the data 

published in May into a series of pro- 
motional pieces. In doing this, it 
would be most effective to take up 
one important point at a time. The 
development cf a promotional cam- 
paign would permit the bringing of 
your own organization into the pic- 
ture in a very definite way. 
3. By following through with per- 
sonal calls. Discuss the contents of 
the May issue with every buyer to 
whom a copy was sent. Get the buy- 
er’s personal reaction. Seek his sug- 
gestions and ask his advice. 

4. Make use of the additional data 
concerning the economies of buying 
from the distributor which will ap- 
pear in the pages of MILL SuppLies 
in future issues. 

In certain centers where well-or- 
ganized local groups of distributors 
are functioning, it may be possible 
and highly practical to set into opera- 
tion a well-developed cooperative pro- 
gram to follow through and cash in 
on the start made last month. 


UT regardless of whether the 
job is done individually or co- 
operatively, a definite program of ac- 
tion should be put into operation by 
distributors immediately if the fullest 
measure of success is to be obtained. 
Now is the time for distributors to 
strike if they are to translate the dis- 
tribution facts made available in last 
month’s Mitt Suppties into profit- 
able increased business. Make sure 
you are prepared to follow through. 


MILL SUPPLIES 
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Industry Acclaims May Issue 


“Secretary Roper has asked me to 
acknowledge and thank you for the 
May issue of Mitt Suppties. There 
is no doubt but what the study of 
industrial distribution is one that 
lends itself to excessive wastes and 
the many facts presented in your 
study of this subject ~~ be of 
great value to industry.” . Kerlin, 
administrative assistant to x secre- 
tary. 

* * Ox 

“I appreciate your sending me the 
graphic study of the mill supply busi- 
ness which is contained in your issue 
of May, 1933. It dramatizes the 
place and purpose of the supply dis- 
tributor in a most intimate fashion, 
and I congratulate you on it.” Fred 
M. Feiker, director, Foreign and 
Domestic Commerce. 

x * x 

“T want to compliment you on the 
very forceful way in which you have 
presented the position of the distrib- 
utor in your May issue. It cannot 
fail to accomplish pointing out to 
industrial users the economies effected 
by purchasing from the distributor.” 
\W. T. Read, vice-president, Morse 
Twist Drill and Machine Company. 

* * * 


“With the May issue of Mitt Sup- 
PLIES you have performed a real 
service to industry. There is great 
value in truth and depend: ibility and 
this issue of your magazine appears 
to embody both to a very high de- 
gree.” W. E. Cross, vice-president, 
Victor Saw Works, Incorporated. 

x ok Ox 


“The May issue of Mitt Suppiies 
is certainly a revelation of what can 
be done to show consumers why it 
pays to buy through distributors. 
You have shown a line of facts 
which will make industrial buyers sit 
up and take notice.” R. D. Baldwin, 
advertising manager, Simonds Saw 
and Steel Company. 

* x 

“You are to = complimented and 
commended most highly upon the 
general excellence of your May issue. 
It should be of real value in empha- 
sizing the importance of the distrib- 
utor’s services and I feel certain it 
will be greatly appreciated not only 
by members of our Association, but 
by distributors generally.” G. A. 
Fernley, secretary-treasurer, The Na- 
tion: al Supply and Machinery Distrib- 
utors’ ‘Association. 

* 

“A glance at the table of contents 
of your May issue tells me that it is 
going to prove extremely interesting 
and helpful.” J. H. James, purchas- 
ing agent, The Pittsburgh and Lake 
Erie Railroad Company. 


“You have done a real job with 
your May issue and _ distributors 
should be extremely grateful to you 
for it. We feel it should make a 
decided impression upon users of in- 
dustrial equipment and supplies to 
whom copies were sent. R. } 
Hanes, New York Belting and Pack- 
ing Company. 

* 

“We have placed the May issue of 
Mitt Supptites on file for reference 
purposes and know it will prove help- 
ful to us.” J. F. Kries, purchasing 
department, Bernard Gloekler Com- 
pany. * * x 

“T shall take pleasure in reading 
the May issue of Mitt Suppties and 
will also see to it that it is distrib- 
uted among the other executives of 
our company.” H. F. Devens, presi- 
dent, Oliver Iron and Steel Corpora- 
tion. + << s 

“We are glad to have a copy of 
the May issue of Mitt Supptirs and 
know it is going to prove of real in- 
terest to us. We shall also see to it 
that it is passed on to the other de- 
partments which may be interested.” 
J. A. Bechtel, purchasing agent, Pitts- 
burgh Plate Glass Company. 

e+ = 


“The May issue of Mitt Suppties 
is very interesting and the thoughts 
expressed coincide with our ideas 
relative to purchasing.” EF, A. Gump, 
purchasing agent, Wilson Foundry 
and Machine Company. 

* * x 


“Congratulations on the excellent 
editorial job which you turned out in 
the May issue. The gathering to- 
gether and presentation of these 
facts in such an impressive, under- 
standable way must have been a tre- 
mendous task. That the expense and 
work of this issue were justified is 
amply evidenced by the number of 
interesting comments our representa- 
tives have heard in the course of 
their duties during the past week. It 
is our firm belief that you not only 
have performed a worthwhile serv- 
ice for distributors, but also for 
manufacturers who sell through 
them.” F. R. Pfaff, advertising 
manager, Independent Pneumatic 
Tool Company. 

* * 

“We intend using your May is- 
sue as a basis for discussion in our 
sales meetings. It is a splendid 
book and I lack for adjectives to 
fully describe our appreciation of 
it. We will endeavor to cash in 
fully through its use.” P. O. Boy- 
lan, sales manager, The W. M. 
Pattison Supply Company. 

“The extra copies of your May 





Users, manufacturers and distributors alike view facts presented 
last month as an outstanding contribution to distribution progress. 


issue which we ordered have been 
divided among our salesmen for 
personal distribution and explana- 
tion to those industrial plants 
which are not 100% sold on the 
distributor.” C. C. Krueger, presi- 
dent, San Antonio Machine and 
Supply Company. 
oo’ o 

“We are making intensive use of 
the May issue of Mitt Supp ties. 
It is being used as a text book for 
our salesmen and the contents will 
be discussed in our sales meetings. 
Five or six hundred covies were 
sent to a selected list of plants in 
this territory. We plan to keep 15 
or 20 copies in our office for refer- 
ence purposes. We think you have 
done a fine job and it ought to 
bear fruit.” E. FE. Stvan, manager, 
supply department, The Strong, 
Carlisle and Hammond Company. 

* 


“IT want to congratulate you on 
the May issue of Mitt Suppties. It 
is a fine piece of work and you 
should receive the highest award 
for your untiring efforts in build 
ing this issue which seems to be 
the last word from an educational, 
informative and artistic standpoint. 
Your efforts in promoting the 
cause of the distributor are very 
much appreciated and we know 
will be productive of good results.” 
W. W.. Ethier, vice-president, 
Western Iron Stores Company. 

* *£ & 

“We are distributing 300 copies 
of the May issue of Mitt Supptirs 
to industrial plants in our territory. 
We held a meeting with our sales- 
men to discuss this issue thor- 
oughly. It is our belief that your 
lay issue presents the most en- 
lightening study of industrial dis- 
tribution that has ever been pub 
lished and it should bring great re- 
sults.” E: B. Bunn, The C. S. 
Mersick and Company. ; 

* 

“We have just had time to prop- 
erly read the May issue of Mit 
Suppiies. In appearance it is most 
striking and within its covers we 
have found, for the first time to 
my knowledge, the story of the 
distributor’s economic importance so 
completely presehted. We believe 
the May issue to be so important 
that our salesmen are personally 
delivering a copy into the hands 
of all of our important customers. 
We want to congratulate you, first, 
on the appearance of the magazine 
and, second on the masterly pres- 
entation of your subject.” W. C. 
Hunter, president, The Ross-Wil- 
loughby Company. 
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Industrial Control Act 
to Eliminate Unfair Competition 


National Industrial Recovery Act will bring improved con- 
ditions in industrial supply field. Prompt action by all dis- 
tributors in formulating code of fair trade practices called 
for. Trade associations to administer law within each industry. 


By JAMES A. CHANNON 


Managing Editor, Mill Supplies 


FTER many years of ineffectual protest against 

A the injustices of the Sherman Anti-Trust act, it 

finally appears that American business is to get 

relief through the passage of the National Industrial 
Recovery Act. 

The bill passed the House of Representatives on May 
26 and the Senate June 14. With President Roosevelt’s 
signature the bill becomes a law. 

Beyond a shadow of a doubt, the bill is the most 
important piece of legislation, from a business stand- 
point, which has been introduced in many years. It is 
broad in scope, giving to the President and his selected 
aids almost unlimited powers in attaining the purpose 
of the bill, which is “to encourage national industrial 
recovery, to foster fair competition, and to provide for 
the construction of certain useful public works and for 
other purposes.” 

As may be seen from the above, the bill consists of 
two distinct parts. One, the immediate construction of 
public works, has for its purpose the building up of pur- 
chasing power in the United States while the second, the 
industrial control section, aims at fair trade practices 
with a view to insuring legitimate profits for those 
engaged in manufacturing and_ trade 

Industrial distributors, as 
an industry and individu- 
ally, are vitally affected by 
the industrial control sec- 
tion. It promises them re- 
lief, for at least two years, 1. 
from the ravages of the 
price-cutting minority in 
the supply business and the 
throzt-cutting tactics of di- 
rect-selling manufacturers. 

Trade associations are 2 
designated by the bill as the 
agencies through which the 
Government intends to con- 
trol unfair competition. In 
the “Declaration of Policy” 
the bill states, ““. . . and to 


enterprises. 


ment. 


ww 


prises. 
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Industrial Control Section 
Contemplates: 


Voluntary agreements by trade groups 
covering wages, working hours, and the 
elimination of unfair competitive prac- 
tices, such agreements to be enforced 
through the power of the Federal Govern- 


Failing that, promulgation by the Govern- 
ment of compulsory standards embracing 
the same vital provisions. 

Failing success by either of these methods, 
direct Federal licensing of business enter- 


promote the organization of industry for the purpose of 
cooperative action among trade groups . . .” 

Trade groups will be required to draw up a code of 
fair competition for their industries and submit them to 
the President for his approval. If this is obtained, the 
trade association will administer the affairs of its indus- 
try, acting as a quasi-governmental agency. In other 
words, it seems the intent of the bill that each industry 
decide for itself what is fair competition and then see to 
it, with the aid of the big club provided in other sections 
of the bill, that the code decided upon is lived up to. 

What qualities must a trade association possess to be 
recognized by the President? Section 3 (a) of the bill 
states, “Upon the application to the President by one 
or more trade or industrial associations or groups, the 
President may approve a code or codes of fair competi- 
tion for the trade or industry or subdivision thereof, 
represented by the applicant or applicants, if the Presi- 
dent finds (1) that such associations or groups impose 
no inequitable restriction on admission to membership 
therein and are truly representative of such trades or 
industries or subdivisions thereof and (2) that such code 
or codes are not designed to promote monopolies or to 
eliminate or oppress small enterprises and will not oper- 
ate to discriminate against 
them and will tend to effec- 
tuate the policy of this title.” 

In other words, the trade 
association, to be recog- 
nized, must be truly repre- 
sentative of the industry or 
that section of the industry 
which it purports to repre- 
sent and it must give every 
one connected with the in- 
dustry a chance to join the 
association and have a voice 
in the drawing up of its 
code of fair competition. 

No official decision has 
been given, of course, as to 
the meaning of “truly rep- 
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resentative of its industry,” but it is safe to say that the 
President will require a high percentage of those engaged 
in an industry to be represented before recognizing the 
code drawn up by the group. 

However, provision is made in later sections of the 
bill for handling those who do not choose to join with 
others in an industry in drawing up a code of fair com- 
petition and operate under it. The law, if enacted, 
will give the President the right to license individual 
firms in any industry in order to effectuate the policy 
of the bill and will prevent any firm from doing business 
unless so licensed. 


N short, any member of an industry will have two 

choices : to join his trade association in drawing up a 
code of fair competition and operate under such associ- 
ation; or to stay out of such association and be forced 
to live up to its code under a license issued by the 
President. 

Furthermore, the bill has been given a very sharp and 
effective set of teeth. Any violator of a code drawn up 
by a trade association and accepted by the President, is 
subject to a fine of $500 for each offense. Any person 
who operates without a license from the President or 
who violates the condition of such license may be fined 
$500 and imprisoned for six months for each offense 
and each day such violation continues shall be con- 
sidered a separate offense. 

Now, what of the code of fair competition which each 
industry must draw up or have drawn up for it? Sec- 
tion 7 (a) reads: “Every code of fair competition, 
agreement, and license approved, prescribed or issued 
under this title shall contain the following conditions : 
(1) That employees shall have the right to organize and 
bargain collectively through representatives of their own 
choosing, 

(2) That no employee and no one seeking emp!oyment 
shall be required as a condition of employment to join 
any organization or to refrain from joining a labor 
organization of his own choosing, and 

(3) That employers shall comply with the maximum 
hours of labor, minimum rates of pay, and other work- 
ing conditions, approved and prescribed by the Presi- 
dent.” 

The above three provisions must be incorporated in 
every code. In addition, several other subjects are being 
considered by various trade groups as parts of their 
codes. Among these are: elimination of unsound and 
unfair merchandising practices; limitation of prices; 
stabilization without price-fixing or output agreements, 
but with restrictions on price-cutting and similar activi- 
ties: provisions covering trade discounts, secret rebates, 
price protection, resale prices; misrepresentation, def- 
amation of competitors; and commercial bribery. 

The bill is written in such a way as to allow its admin- 
istrators the freedom of action so necessary in any legis- 
lation of this type. No one knows exactly how the bill 
will be interpreted. Hundreds of guesses are being 
made. It seems to be the consensus that the large indus- 
tries, such as steel, lumber, automotive, etcetera, will be 
given first consideration. 

However, regardless of the bill’s interpretation or of 
the order in which industries will be considered, it 
appears imperative that every industry immediately set 
about organizing itself for its own good and its own 
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The President Calls on Indus- 
try to Regulate Itself 


Extracts from President Roosevelt’s address before the 
United States Chamber of Commerce 


“During these past four years, what previous 
ly had been considered to be an orderly indus- 
trial system has, as you and I know, degen- 
erated into a system of the highest disorder. 
You and I acknowledge the existence of unfair 
methods of competition in many places, meth- 
ods of cut-throat prices, methods that have led 
to a large measure of general chaos; and you 
and I agree that this condition must be recti- 
fied and that order must be restored. 

“The attainment of that objective depends 
on your willingness in two ways: your willing: 
ness to cooperate with one another towards 
that end, and also your willingness to cooper- 
ate with the Government. 

“In almost every industry, as we know, an 
overwhelming majority of the units of the 
industry are fully patriotic, are wholly willing 
to work together to prevent overproduction, 
to prevent unfair wages, to eliminate improper 
working conditions. 

“In this past that we have gone through, 
success in attaining those objectives has in 
many cases, in many industries, been pre- 
vented by a small minority of the units within 
the industry itself. I can assure you that you 
will have the cooperation of your own Gov- 
ernment in bringing these minorities to under: 
stand that their unfair practices are contrary 
to the sound public policy of the nation.” 





protection. The sooner a satisfactory code is drawn up 
and placed in the hands of the administrators, the sooner 
will the evils of unfair competition be eliminated. 

Numerous questions quite naturally rise in the mind 
of every man who studies the bill. How will it affect 
my business? Will the wage requirements of the 
bill app'y to office workers and salesmen? Who will do 
the policing job for distributors; their own association 
or the manufacturers’ associations involved? That these 
questions should arise is quite natural since the bill had 
to be written so as to allow liberal interpretations in 
order to cope with the problems of the thousands of 
diversified industries involved. 


NE thing seems certain, however. The sooner an 

industry organizes itself into an association which 
will be truly representative of that industry and draws up 
a code of fair competition which will comply with the 
requirements of the law and encompass all unfair trade 
practices within the industry, the sooner will that indus- 
try be in a position to take (Continued on page 59) 
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The Joint Merchandising 
Committee Is Carrying On 


A resume of the Memphis meeting of the Committee 


T a meeting of the Joint Mer- 
chandising Committee held in 
Memphis, May 18 and the 

following day, before the Southern 
Association’s Convention, W. E. 
Cain, executive secretary, reported 
on the progress of the committee’s 
work since its inception and plans 
for the future. 

The movement originated in 1929 
with the educational committee of 
the American Association. In the 
spring of 1930, a program of action 


was presented to the Memphis triple 
convention of the American, Nation- 
al and Southern Associations and 
unanimously approved. It was at 
this convention that the Joint Mer- 
chandising Committee was appointed. 
Included on this Committee were 
members of each of the three Asso- 
ciations, plus two  non-association 
members. 

This Committee adopted the report 
“Your Committee Recommends” to- 
gether with a subscription plan and 











Resolution Submitted to Subscribers 


Be it resolved that the following recommendation of the 
executive committee of the Joint Merchandising Committee 
be accepted: 

“1. That the present Joint Merchandising Committee 
be dissolved and a new committee set up, consisting of one 
member from each of the mill supply associations to be 
appointed by the presidents of their respective associations 
—American, National and Southern—each of these menv 
bers to be a subscriber to the Joint Merchandising Commit- 
tee, and the secretaries of each of the three above mentioned 
associations. It is further recommended that there may be 
two non-association members added to the committee, one 
representing distributors and one manufacturers, these to be 
selected by the six association members of the committee. 

“2. That, until further notice, the activities of the Joint 
Merchandising Committee shall be carried on for the present 
subscribers with the funds now in hand, due and past due, 
without further subscriptions on their part until such time 
as a new plan of financing is decided upon by the Joint Mer- 
chandising Committee and submitted to the subscribers at 
a later date for their ratification. 

“3. That a statement embodying this recommendation 
be mailed to all subscribers for their approval and if the 
majority of replies received are in the affirmative, the plan 
shall become effective immediately.” 








sent it to the entire industry. Before 
the end of that year, 189 subscrip- 
tions, totalling $58,000, had been re- 
ceived. 

Under the direction of the Re- 
search Committee, a survey of in- 
dustrial distribution was conducted 
and presented to the triple conven- 
tion in Washington in the spring of 
1931. 

Shortly after the convention, the 
Committee realized that a full time 
employee was necessary to the future 
progress of the work and so R. M. 
Gattshall was appointed executive- 
manager effective August 1, 1931. 
An office was opened in Youngstown, 
Ohio, as of that date. 

Under Mr. Gattshall’s direction, 
an intensive membership campaign 
was launched. By the end of the 
year, there were 268 subscribers. At 
the time of the next convention in 
May, this number had grown to 280. 

Following the Cincinnati conven- 
tion, a number of group meetings 
were held in various centers to stim- 
ulate interest in the work and to 
explain the purpose of the activity. 
Purchasing agents’ groups were pre- 
sented facts concerning the economic 
importance of the distributor in cer- 
tain centers. 

On November 12, 1932, a new ex- 
ecutive committee was set up con- 
sisting of the three Association Sec- 
retaries and a non-association mem- 
ber to assume active direction of the 
program, 

On December 1, 1932, W. E. Cain 
was appointed executive secretary of 
the Committee and the headquarters 
were moved from Youngstown to 
Pittsburgh. 

Early this year a series of “Facts 
3uletins” were prepared to present 
authentic information concerning the 
economies of buying from the dis- 
tributor. These bulletins were made 
available to members for distribu- 
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tion to customers and prospects. 
Seven of these bulletins have already 


i BALANCE SHEET 
been printed and others are in the 


making AS OF APRIL 30, 1933 

Additional facts are also being de- ASSETS 
veloped by research and they will be spe ne . 

Siena a as ie ae raveling Expense Fund—Pittsburgh Office $ 100.00 
rele ised to subscribers from time to Wahing fend—Seedaeh Occ... 600.00 
time. Northern Trust Company, Chicago............ 3,634.43 

R. M. Gattshall resigned as ex- *South Chicago Savings Bank—(Closed, 

. . > va iz< i 99 

ecutive-manager to take effect April under reorganization)... ccscanitcn 
L. 1933. jE Sanaa es OO See eee OO eE y $ 8,562.83 


In addition to the “Facts Bulle- 


ee ‘ er : SC 1S - y : 
tins” made available to distributors SUBSCRIPTIONS RECEIVABLE: 











sm teal inten well ade eailion ° DORAN MONIES fe cescacrcee utc svarse hccriernup ear earoncien 8,740.00 

0 he'p them sell their services to in- INE esdeieilnnnacmmemntaccs 10,951.25 
dustry, a new series of folders is in - 
the making, the purpose of which Total Subscriptions Receivable............ 19,691.25 

. : . FURNITURE AND FIATURES................. : 1.00 
will be to sell manufacturers on the 
advantages of selling through dis- URE FE scsi conse $28,255.08 
tributors. LIABILITIES AND CAPITAL 

Case studies in plants are being DRI RONEN es cscenesniviniosnvenstvicteeesennsiotneninaiitons None 
made to develop additional data on CAPITAL—Subscriptions for future use........ 28,255.08 
what it costs users to carry surplus Total Liabilities and Capital............. 28,255.08 
stocks. In addition the wealth of ; : : 
setiesint comet asommibeal te *Bank has been reopened but part of the depcsits are temporarily frozen. 

«< e Ss c 5 
dustrial distribution published in the 
Mav issue of Mitt Supptires_ has Statements of the financial condition of the Joint Merchandising Com- 
iene seis wemiltils ta. tee Conmsie mittee reported by C. A. Channon, Chairman of the Finance Committee. 


These statements are certified by Thulin and Company, Public Accountants. 
ree. 





A p’an for selling large users on 
the idea of buying more from the STATEMENT OF 


distributor has been developed and CASH RECEIPTS AND DISBURSEMENTS 
is now being tested by distributors 











in 10 cities. This plan calls for a FOR THE PERIOD APRIL 23, 1932, TO APRIL 30, 1933 
cooperative direct-mail campaign Cash Balance—April 23, 1932... eee $ 5.790.91 
consisting of a series of four-page RECEIPTS: 
folders similar to the “Facts Bulle- Subscriptions ............ seers 4 $19,365.98 
‘oe Miscellaneous ............ ; : eee - 52.88 
tins. 
The Committee is endeavoring to Total Receipts .... = Pd 19.418.86 
secure editorial cooperation from a re 
° : : : : Total tons souneaua Saas . ks 25,209.77 
number of leading industrial publica- 
tions. It is expected that several will DISBURSEMENTS: 
publish articles during the next few Executive Salaries .... netensgg onary 1,833.34 
ss les ? : . Office Salaries ...... , eae 1,361.63 
months explaining to users the econ- Office Stationery and 1 Supplies aa ike 351.30 
omies and advantages to be obtained EEL SON Ren. 1,685.66 
; é ‘ : 2 
by purchasing from industrial supply Postage ..-----s-+.------- apenas es 504.7: 
*é I . i , PPY Telephone and Telegraph ee 499.00 
distributors. Traveling Expense ................ aun fos 3,427.04 
Despite the trying times with _ ee eedd lass Tanmedecntiies 651.00 
° ¥ “Re e . 4ide 00.00 
which the Committee was faced in Fidelity Bond ............-... ot ieeeias u 
. : ‘ Moving Expense ................ mor ee 127.66 
launching and following through on Mieeneaye Sia eure evar 105.58 : 
its program, it has maintained a —e 
strong financial position as the state- Total Disbursements sacar i ile sts 
ments published on this page show. CASH BALANCE—APRIL 30, 1933) cccccccccccccccsoeee 8,562.83 
Now, with business generally look- 
ing up, the Committee is in a posi- 
tion to move ahead rapidly. shall, J. L. Pitts, A. M. Smith, L. G. phis, it was decided that it would 
The success of the movement dur- Puchta, H. H. Kuhn, F. J. Hof- be in the best interests of the indus- 


ing the stress times of the past few acker, the late H. R. Ireland, D. S. try to establish a new and smaller 
years is a tribute to the courage and Brisbin, D. W. McAllen, D. C. Committee to carry on and, hence, 
vision of those men who have taken Jones, H. F. Seymour, J. A. Chan- the Resolution appearing on page 12 
an active part in the work. Included non, H. W. Barclay, H. E. Ruhf, authorizing such action is being sent 
among those who have contributed R. W. Proctor, A. E. Paxton, R. K. to subscribers for their approval. As 
freely of their time and money to Hanson, G. A. Fernley, Horace soon as the new Committee is con- 


make the Joint Merchandising Com- Armstrong, A. M. Morris, W. M._ stituted, a program of action cover- 
mittee program successful are: C. A. Given and F. W. Glover. ing the next steps in the work will 
Channon, F. M. Archer, R. M. Gatt- In its executive meeting at Mem- be submitted to subscribers. 
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Bird’s-eye view of a Cen- 
tury of Progress, with Chi- 
cago’s business district in 
the background. This view 
shows the Giant Sky Ride 
extending across the lagoon 
to Northerly Island. The 
steel towers, with their ob- 
servation platforms, are 628 
feet high and 2000 feet 
apart. Steel cable overhead 
tracks connect the towers at 
a 210 foot level, providing a 
splendid observation ride in 
rocket cars suspended be- 
neath the rails. The net- 
work of steel cables connect- 
ing the towers provides one 
of the world’s longest sus- 
pension bridges. Full length 
of the overhead track is 
1,850 feet. More than 100 
miles of cable and 2,800,000 
pounds of steel have been 
used in the Sky-Ride. 








High Lights of 
“A Century of Progress” 


CENTURY OF 
PROGRES S— 
Chicago’s World’s 

Fair of 1933 — which 
opened officially on May 27, 
will include among its mil- 
lions of visitors this sum- 
mer and fall many members 
of the mill supply industry. 

And they will find in this 
$37,500,000 exposition, 
staged to commemorate the 
hundredth anniversary of Chicago’s birth, what is claimed 
to be the greatest venture into visual education that the 
world has ever witnessed. 

[t is impossible here to do full justice to the Century 
of Progress. Space does not permit. The best that can 
be hoped for in this article is to outline some of the 
air’s attractions, and then trust that large numbers of 
distributors and manufacturers and members of their 
families and their organizations will be able to come 
to Chicago and see for themselves the wonders of this 
“greatest show on earth.” 

The Century of Progress grounds stretch for three 
and a half miles along Chicago’s beautiful lake front, 
and extend over a large picturesque lagoon to “North- 
erly Island,” occupying 424 acres. The site of the ex- 
position is very close to the downtown section, to hotels 
and centers of transportation and communication. In 
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A Few Facts About Chicago’s Great Interna- 
tional Exposition, Which Will Attract Millions 
of People to the Western Metropolis This Sum- 


mer and Fall 


fact, it is said that it has never been equalled for ac- 
cessibility. 

The buildings of the Century of Progress display some- 
thing entirely new and different, both in style of archi- 
tecture and coloring. Most of them are windowless to 
allow constant control of illumination. The exterior ef- 
fects depend on the planes and surfaces. At night miles 
of neon and other gaseous tubes bathe the buildings 
in a brilliancy of color. 

In the Hall of Science—“heart of the exposition”— 
is found the story of science’s creative work in human 
progress. Here the basic sciences—physics, chemistry, 
mathematics, biology, geology and medicine—have been 
organized into exhibits in action. For instance, you will 
see by moving exhibits how refrigerating systems oper- 
ate, how sound is transmitted by light beams. Chemical 
changes are shown as the basis of transformations of raw 





MILL SUPPLIES 











UMI 






LOLEEREELEGEARLSEUERA LAAN ANAS 


materials, coal, oil, wood and min- 
erals creating products in metals, 
paints, dyes, soaps, medicines, lu- 
bricants, food, inks, glass and tex- 
tiles. A laboratory shows evolu- 
tion from the primitive cell to its 
highest organization in man. The 
“Transparent Man,” a heroic size 
model, shows the deep organs in 
action. 

These and the many 
more Hall of Science 
exhibits are the 
groundwork of the in- 
dustrial food, housing, 
manufacturing, trans- 
portation, social  sci- 
ence and other exhib- 
its which show the ap- 
plication of science in 
daily life. 

In the latter group, 
to mention a few feat- 
ures, tires at the rate 
of one every 10 min- 
utes will be manu- 
factured before your 
eyes. A complete automobile assembly line will be seen 
in operation. Huge banks of open hearth furnaces and 
Bessemer converters are portrayed in action. A com- 
plete and brilliant series of exhibits in the Electrical 
building reveals the wonders of modern electricity. A 
modern packing plant is shown in operation. The dairy 
and poultry industries are presented graphically. Silk 
stockings are woven by modern automatic machines, shirts 
manufactured, tooth paste made and packed. 

The great Travel and Transport building and outdoor 
space nearby are the scene of a colorful pageant of trans- 
portation. Eight small model houses show the latest in 
home architecture and equipment. The Hall of Social 
Science displays the modern methods of training human 
beings. The General Exhibits group contains the dis- 
plays of many of the important industrial and business 
organizations of the United States. 
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The General Exhibits Group, pictured 

herewith, houses the displays of many 
, of the important industrial and busi- 
ness organizations of the United States. 
A number of prominent organizations, 
such as General Motors, Chrysler and 
Sears-Roebuck, also have their own in- 
dividual buildings at the Century of 

Progress. 


Lower: Agricultural Building at Chi- 
cago’s 1933 World’s Fair. Here are 
to be found living exhibits of food 
manufacturers, the live stock and meat 
industries and an agricultural imple- 
ment display, demonstrating progress 
during the last century. This build- 
ing is on Northerly Island, adjacent to 
the Federal Building and the Hall of 
States. 





Left: Here is the Hall of 
Science as seen at night. 
The photograph shows the 
east view of the building. 
The tower is illuminated 
with Neon tubes in a mys- 
terious blue and rose color 
and contains, at the top, 
a set of carillon chimes. 


Lovers of history, 
entertainment, amuse- 
ment and thrills are 
finding their hearts’ 
desire at the Century 
of Progress. Topping 
the thrills is the Sky Ride, which is to the Century of 
Progress what the Eiffel Tower was to the Paris Ex- 
position of 1889 and the Ferris Wheel to the World’s 
Columbian Exposition of 1893. The “Enchanted Island” 
is the fun center for children. Then there are the Mid- 
way, the Fort Dearborn massacre, an exact reproduction 
of the old Fort Dearborn, reproductions of Abraham Lin- 
coln’s birthplace and other Lincoln buildings, panorama 
of the Battle of Gettysburg, with sound effects ; “A Mil- 
lion Years Ago,” Admiral Byrd’s Antarctic ship, “City of 
New York,” Pantheon of the World War, the dance ship, 
the alligator fight and Seminole village, the show boat, 
Streets of Paris, Belgian Village and other foreign ex- 
hibits; Gorilla Village, the live stock and dog shows— 
and many others too numerous to mention. All the states 
and 17 foreign nations are represented at the Fair. 

Chicago will be the sport center of the world during 
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This picture, taken from the courtyard 
of the Hall of Science, shows the Elec- 
trical Building and, at the extreme left, 
the Hall of Social Science. A _ semi- 
circular unit cf the Electrical Building, 
at the right, houses exhibits portraying 
the generation, distribution and utiliza- 
tion of electricity. In the center are 
exhibits of telephone and telegraph com- 
munication. 


Lower: The dome of the Travel and 
Transport Building is larger than the 
dome of St. Peter’s or the Washington 
Capitol. The roof is formed of metal 
plates, hung from a circle of 12 steel 
towers and anchored by huge slabs of 
concrete—the first application on any 
significant scale to architecture of the 
principle of the suspension bridge. The 
dome is 125 feet high and 200 feet 
across, without a single arch, pillar, 
beam or other support to Break its ex- 
panse. The hall at the right is 1000 
feet long, and windowless. 





Make Our Office Your Headquarters 








ne ae 


Distributors, manufacturers and salesmen in the industrial 
supply field who visit the Century of Progress are cordially 
invited to make the office of MILL SUPPLIES their head- 
quarters while in Chicago. We will conduct an informal 
information bureau, which may be helpful to you in plan- 
ning your visits to the Exposition and other points of 
interest in the city. But, regardless of whether you feel 
the need of Gus assistance in this respect, come in and pay 





You will be able to determine Chi- 
cago’s temperature at any time dur- 


us at least a brief visit. 


the Century of Progress, many outstanding athletic 
events being staged in mammoth Soldier Field, which 
latter, with the other permanent exhibits—the Art In- 
stitute, the Field Museum of Natural History, the Shedd 
Aquarium and the Adler Planitarium—are attracting the 
interest of many visitors. 

All in all, the Century of Progress is well worth a vaca- 
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ing the exposition simply by glanc- 

ing at this huge thermometer, 200 

feet high, built by the Indian Re- 
—————— fining Company. 


tion trip to Chicago, no matter where you live. Frankly, 
you will find it one of the most amazing and interesting, 
one of the most educational and entertaining spectacles 
you have ever had the pleasure to attend. 

The exposition continues through October—a total 
period of five months—and indications are that the at- 
tendance will break all records for fairs of like duration. 


MILL SUPPLIES 
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OUR DISTRIBUTORS ARE NOT OUR CUSTOMERS— 
THEY ARE OUR PARTNERS 


An Explanation of Osborn’s *Resale Prices 


Point No. 4 in Osborn’s Partnership Policy with Distributors 


SBORN makes every To fulfill lis) proper fune Mamita adequate ware 
practical, legal effort tions, the Osbern “Brush 


house stocks, employ an ad 
ae Rae Conscious Distributor must equate personnel and ctleet 
prices to users which are , 
prompt delivery service. 








equitable to Osborn distrib 


utors and their customers, Furthermore, be must em 


ploy modern merchandising 
(Osborn prices are based on eo - 

methods to amitiate and de 
eCECONOMIME Mactors. Constant 


- " a velop the potential business 
a ee a ee ee THE 10 POINTS 


: ’ : lor Osborn Brushes im his 
in Osborn’s Partnership ‘ 


omies in production and dis - é ana ; 
Policy with Distributors territory, 

tribution and, the same Note: An explanation of 

each of the following points 

will appear in consecutive Phe 

issues of ‘Brush News.” 


time, maimtam and, whenever combined and mutual 


G6] | : » ()shorn : : . yaks sa 
possible, dmprov mw ee : miterests ob manutlacturer, 
. Method of Distribution. 
. Direct Sales. distributer and 
. Distributor Protection. 
| ; lished * 4. Resale Prices. 
yy virtue of establtshec . Sales Co-operation. Brushes is best preserved dy 
prices to users, in equitable . Advertising Co-operation, .. aol 

Stock Control PUI A COTTADLE pres 
8. Competing Lines. 
distributine costs, ean . Product Research and 

Development. 

Osborn and Osborn Dts 10. Product Guarantee. contrary tow g principles of 


Isrush Service to users. user of the 


quality built line of Osbors 
Conidy 


ratio to manufacturing and 


Vii other method would iY 
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THE OS80RN MANUFACTURING COMPANY 
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5401 Hamilton Avenue - Cleveland, Ohio mr Ds ly hs | Artie | Ny) | 0] 
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Service to madustrial users 
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A | Strategic Opportunity 
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to Promote Your Sales of 
Osborn Paint and Varnish Brushes 


“Restore Repair REPAINT! 
‘Vhose orders are being released by in 
creasing numbers of plant executives. 
It's a huge job—this restoration of 
thousands of factories. .\ huge market 
for paint products is looming up. That 
means a big market for Osborn Paint 
and Varnish Brushes. 


Varnish Brushes 


Brush Up on Osborn Paint and 


N opast issues of “rush BUTI This is a drawing 
of a single bristle, 
exaggerated for 
” clearer under 
\ 


News, sales miormation 
about Osborn Paint and 
Varmish Brushes was) pr 





TT 
sented to help “brush con as standing of what 
. * BRISTLI - - 
scrous”” salesmen. follows. 
Net o. Sst st 
\eting on the beliet that FLAG 
“brush conscious” salesmen SPL 
END 1\ 


of Osborn Distributors 
would appreciate ao “boiled 
down” review of this data, 
shorn presents the follow 


Note that the bristle tapers 
eradually from the butt end 








ine: toward the Flag or split end. 
Pure bristle is the “heart” | 7 ° In a new paint or varnish 
ofa GOOD brush. Pick up | Note the split ends—called | brush, the Flag may not ap 
an Osborn Paint or Varnish | the “FILAG’. This is na pear on cach bristle but, as 
Brush. Spread the bristle | ture’s identification mark of | the brush is used, the bristle 
apart. | pure bristle. splits, forming the Flag. 
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One of the tunctions of the 
Flag of pure bristle is clear- 
lv indicated in the drawing 
below. 








The Bristle Brush is to the 
Painter what the Fountain Pen 
is to the Writer 


N INIe times out of ten, a “brush 
4 conscious salesman can arouse 
inimediate mterest with this graphic 
fact about bristle when talking toa 
buyer unfamiliar with its character 
istics. 

















An Osborn Paint or Varnish Brush 
may be compared to a well-made 
fountain pen. Both are accurately 
made of the correct materials to hold 
the vehicle until pressure releases it. 


The shaded spaces illustrate 
the vehicle—paint or varnish 

held in the brush by the 
lag or spht ends. This nat 
ural characteristic of bristle 


Just as the GOOD fountain pen dis- 
prevents the 


tributes the ink smoothly and uni 
tormly, so does the Osborn Paint or 
Varnish Brush assure smooth and 
uniform distribution of the vehiele 
upon the surface. 


vehicle from 
owing out of the brush un 
til pressure causes the ve 








hicle to flow out upon the 


surface. 


Use this fact to help convinee your 
customers that 





| No GOOD brushis expensive and 
no ‘‘cheap’’ brush is a saving! 























Simplified Brush Selling 








The Osborn Catalog is care 
fully planned to make brush 
selling easier for the distrib 
utor’s salesman, 


\When pressure is applied to 
the brush in the aet of paint 
ing. the 
close up, 


lag or split’ ends The chart on Paint and Var 


releasing the ve nish Brushes is an 


mivalu 
inateching: the 
right brush to the job. 


YOUR SHARE 


hicle which Hows out upon ahie aid in 
the surtace. 





(so alter 
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Another function of the lag 
is to assist in the smooth, 
even distribution of the ve 


hicle upon the surface. 


Not only does the pure bris 
tlhe brush with its FILAG: or 
split ends KCONOMIZE on 
the amount of vehicle used 
but it A\SSURES BETTER 
WORK IN. LESS TIME. 





Whenever Possible— 
SELL BY DEMONSTRATION 


Remember that “the path from the 
EYEE to the brain 1s 22 times wider 
than the path from the IVR to the 
brain.” 
Whenever 
born Brush in your talks with 
industrial buyers, 


possible, demonstrate all 


You have a much better opportunity 
to convinee them that it pavs— to 
use €,O) 1) brushes. 





of the growing demand for 
Osborn Vat and Varnish 
rushes. Remember the 
Osborn Partnership Polie,s 
with Distributors is organ 
ized to help YOu 
ally! 


person 


THE OSB80RN MANUFACTURING COMPANY 


5401 Hamilton Ave. - Cleveland, Ohio 


Sales Offices 


New York, Detroit, Chicago, San Francisco 
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Another Confirmation 


of Osborn’s 10 Point 





P a — 
artnership Policy with Distributc 
IT'S 





———_ 





a fi - e 
Wz t). Zz Nips ly 
’ Viarhineiyand Sef flees 
yyy 935 Foul PO Yed. 


Russell M. Easton 


| Asst. Sales M 
L sunienat The E.A a ss 
A. Kinsey Co., 


Cingg , 
incinnati, Ohio 


Tne Osborn Mfg. Company 
5401 Hamilton Ave. 
Cleveland, Ohio 
W. Titgemeyer 
My dear Mr. Titgemey ers 


bY 


The Osborn Mfg. Company's "10 Point Partnership 
Policy" is one of the brightest Lights that we have seen during the 
recent dark aay; ana we further believe that the adoption of a sin- 
ilar policy by other manufacturers will be en influence toward & 
general recovery of industry and more effective than any other means 
that we have heard suggested. 


Point #4 particularly appeals to us in that 2 
legal effort for uniformity in prices to consumers based on 4 fair 
profit to manufacturers and distributors will tend to eliminate unfair 


and destructive price cutting practices. 





The second party to the npartnership"» the 
Distributors should give unqualified support to @ manufacturer who nas 
established sucn 4 policy by maintaining 4 proper stock and an adequate 
personnel yno are actually interested in the requirements of consumers 


and display that interest through prompt and efficient services 


With each "partner" conscious of tne problems 
confronting tne other in tne successful functioning of his Ndepartment", 
all friction between "partners” can be eliminated wonich will lead to 
teamwork of sucn & degree, that benefits to the npartnersnip" will accrue 
ynich have never pefore been effected. 


Yours very truly 


A. KINSEY COMPANY 














It’s Cheaper to Buy from the 
Distributor 


By T. Friedlander 


Vice-President, Phoenix Hosiery Company 


“One fundamental the depression has 
taught us ts that it ts cheaper to pay the 
distributor’s profit than to ‘hold the bag’ 


on huge inventories” 


, NHE question, how can the in- 
dustrial distributor improve 
his service, was put to me 

for the first time by a represen- 
tative of Mitt Suppiies. My an- 
swer was in the nature of a sur- 
prise to him and it will probably 
be to you. There is nothing wrong 
with the distributor's service, but 
there is something wrong with the 
user’s demands. He orders a 10- 
cent item today and expects deliv- 
ery yesterday! Obviously, this 
condition must be corrected if the 
distributor is to gain a stronger 
foothold in the economic picture. 
Of course, we all expect rush serv- 
ice in the case of break-downs or 
other emergencies, but there are 
many manufacturers who are 
chronic rush addicts. Surely they 
could be reformed to normal buy- 
ing methods if the high cost of 
emergency service was tactfully 
explained to them. 

With this difficulty overcome, 
the distributor should stand ina 
fair way to make greater profits 
than he has heretofore enjoyed for 
[ believe every manufacturing 
plant has learned its lesson on 
carrying large maintenance in- 
ventories. One fundamental the 
depression has taught us is that it ae i ; / 
is cheaper to pay the distributor’s rd purchasing its industrial supply requirements from the 

: 3 a istributor, the Phoenix Hosiery Company secures a stock 
profit than to “hold the bag” on 


; 4 turnover of 10.8 times, thus reducing its stock-carrying 
huge inventories. charges to 7.65%. 
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Follow Through 
| D srasiote of letters from users, 


manufacturers and distributors have 

been pouring into our office compli- 
menting us on the May issue. Being human, 
the editors are grateful for the many “slaps 
on the back” which this particular issue has 
brought. 

However, of far greater concern to the 
editors and of tremendous importance to the 
industry is the use to which distributors put 
the facts contained in this magazine last 
month. 

If distributors make full use of the infor- 
mation in their sales efforts and follow 
through properly with their customers and 
prospects, profitable results can be looked 
for. Suggestions for a follow through are 
contained in the article on page 8. There 
may be a thought there on which you can 


capitalize. 


What Can Be Accomplished 
Through Local Groups 


NY distributor who heard the report of 
Memphis distributors at the recent 
Southern Convention, concerning the 

functioning of their local group must have 
been impressed with its accomplishments. 

To a man, the Memphis distributors had 
nothing but praise for the efficiency of their 
local organization and the stimulating effect 
which it has had on profits. It was stated, 
for example, that “the distributors improved 








their net profits 3% over what they would 
have been without a functioning local or- 
ganization.” 

Surely that is a worthwhile result. 


Before the set-up now working so smooth- 
ly was in operation, conditions in Memphis 
were anything but satisfactory. As one dis 
tributor put it, “the attitude used to be how 
low must we quote to get the business.” 
Now, however, no Memphis distributor will 
meet anybody’s price. 


One important reason for the success of 
the Memphis local group is that it was estab- 
lished and is being operated by officers of the 
various houses, men who can speak with 
authority as to what their respective houses 
can and will do. 

What has been done in Memphis can be 
accomplished in other centers if the heads of 
the various houses will take it upon them- 
selves to organize and see the job through. 


An increase in profits, such as was brought 
about in Memphis, should certainly be in- 
centive enough to distributors in other cities 
to give the local group idea a fair trial. 


XK 


Join Your Association 


RADE Associations are to become 

more important factors than ever in our 

business structure with the enactment 
of the National Industrial Recovery Act, for 
under this act trade associations become gov 
ernmental instrumentalities for carrying out 
the codes of fair competition under which 
each industry must operate. 

The Associations in our industry — Na- 
tional, Southern, American — are alive to 
their responsibilities and are keeping their 
members informed as to what is going on. 

The Southern Association has appointed 
a committee of three to meet with manufac- 
turing groups for consultation purposes, so 
that the distributor will have a voice in the 
establishing of industry codes which will 
affect him. 

The National Association has set up a 
committee to study the act consisting of 
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H. W. Strong, chairman, W. T. Todd, Jr., 
and A. T. Harland, with H. E. Ruhf and 


G. A. Fernley acting as ex-officio members. 


The National has also taken steps to pro- 
tect the distributor's interests in the estab- 
lishment of manufacturers’ codes by urging 
its members to bring to the attention of their 
sources of supply the necessity for consider- 
ing the distributors’ services and require- 
ments when drawing up trade practice codes. 


If distributors are to gain the full benefits 
of this new program, it is imperative that 
they have a strong cooperative group, truly 
representative of the industry. The govern- 
ment will recognize no other kind. Under 
this new arrangement, association dues will 
be considered a part of the cost of doing 
business, thus being added to the ultimate 
price of products. 


It is to the interest of every distributor to 
become an association member. If you do 
not already belong, join at once. The strong: 
er your association becomes, the more certain 
you can be that you will share fully in the 
benefits which this new legislation promises. 
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Come to the World’s Fair 


OR the next few months, Chicago will 

be host to millions of visitors who will 

attend the “Century of Progress.” This 
international exposition promises to outstrip 
all previous fairs, not only from an attend- 
ance standpoint, but also from that of inter- 
esting, educational exhibits. 


Millions of dollars have been spent in 
building exhibits which will attract visitors 
from all parts of the globe. The article on 
page 14 of this issue will give you a brief 
outline of what you can look for. We say 
a brief outline because words simply cannot 
do justice to the fair itself. 


We cannot urge too strongly that you 
come to the world’s fair and when you are 
here, remember that the welcome sign is on 
the door at Mitt Suppuies. 
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Distributors’ Sales Reflect 
Better Business 


AY back in the days when “pros- 

perity was just around the corner” it 

was quite freely predicted that when 
business did take a turn for the better, indus- 
trial distributors would be among the first to 
feel the effects. A glance at the Sales Indi- 
cator for May, registering as it does a sharp 
regaining of lost ground, seems to bear out at 
least one of the million guesses concerning 
the return of business and where it would 
strike. 


While the permanency of the present pick- 
up in the nation’s business is still in doubt 
due to various economic and political uncer- 
tainties, very little more verification of the 
existence of a tremendous backlog of indus- 
trial supply business is needed than that fur- 
nished by the sudden rise in distributors’ 
sales between the first of March and the first 
of June. General business indices covering 
that period indicate an increase of approxi 
mately 15%. Distributors’ sales, in the 
same period, show a pickup of approximately 
40%. 


The next three or four months are going 
to be crucial ones for all business. Each dis- 
tributor will have to keep in constant touch 
with his customers if he is to forecast accu- 
rately their needs. He will have to keep a 
close watch of commodity prices and the 
operation of the Industrial Control Act if he 
wants to replenish his depleted stock at prices 
which will insure a fair profit. Finally, he 
will have to build his organization to a point 
at which it can cope with the problem of 
supplying the needs of his customers. 


If the present pickup in business is to be 
permanent, distributors can contemplate a 
summer of hard work. Despite the inevita- 
ble howl of anguish from vacationless fami- 
lies, it is rather pleasant to contemplate days 
when the orders will pile in so fast that the 
operator will be nearly insane, when the 
trucks will leave the platforms with the 
bodies touching the tires and the purchasing 
agent will be wiring frantically for deliveries 
on a car of this and a hundred dozen of that. 











This group of manu- 
facturers’ representa- 
tives were among those 
who assisted the R. C. 
Duncan Company’s 
force to demonstrate 
the merits of their 
various products. Rus- 
sell Duncan, president 
of the above company, 
and author of the in- 
dustrial exhibit idea, 
is seated at the ex- 
treme left on the front 
row. 





Duncan Holds Annual Industrial Show 


Second exhibit sponsored by R. C. Duncan 

Company, Minneapolis, proves big success. 

Manufacturers’ representatives demonstrate 
products to plant operators 


HE second annual industrial ex- 

hibit staged by the R. C. Duncan 
Company of Minneapolis, proved an 
unusual success, running afternoons 
and evenings from May 16 to May 19 
inclusive. 

The second floor of the Duncan 
establishment was given over to ex- 
hibits and entertainment features. 
Interesting displays of over 20 manu- 
facturers’ lines were explained and 
the products demonstrated by manu- 
facturers’ salesmen. 





Registration 


At the left, above, is seen the reg- 
istration desk. All visitors were 
tagged with a card showing their 
names and companies, an attendance 
prize being awarded each night. Other 
pictures in the left-hand column show 
manufacturers’ representatives ex- 
plaining and demonstrating rubber 
goods and pipe-threading machinery 
to interested listeners. 

On the right, above, is seen a Coffee and Scales 
group of visitors gathered about the 
welding exhibit. Coffee and dough- 
nuts were served and entertainment 
provided, not only by the very lovely 
lady in the foreground, but also by 
the quartet of manufacturers’ sales- 
men seen grouped about the piano. 





Rubber Goods 


This industrial exhibit, as was the 
case with its predecessor, furnished 
the distributor and manufacturers an 
opportunity to contact prospects and 
Pipe Threading resulted in some actual sales. 





Sweet Adeline 
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Jest 


By SAM SELLEM 


Salesman 
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Labs! 















GET OUT OF 
THIS OFFICE 
AND STAY OUT. 
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EMINENT 
AND THAT FOR 
you — YOU 


PUNK LOSER 
AND ee i 


































































AS INNOCENT AS 
ANEW BORN BAGE 
| (ANO AS HELPLESS) 








NEVER ARGUE WITH A CUSTOMER— BECAUSE YOU / 
LOSE /F YOU WIN AND HE WINS IF HE LOSES—ALWAYS 


NE thing I didn’t learn soon 

enough as a cub salesman 

was that it never pays to 
argue with a customer or buyer. 

It took me a long time to realize 
that in any argument—whether | was 
right or wrong—lI always came out of 
the short end of the horn on orders. 

[ remember one incident very well, 
some when there 
race on for first place 


20 odd years ago, 
was a “hot” 


in the American League. Always a 
baseball fan, I naturally had my fa- 
vorite, and went down the line for 


my team. 

It so happened on the eventful day 
in question, two teams were fighting 
it out for the pennant. My team and 
(unfortunately for me) the team of 
the buyer in whose office I happened 
to be calling were tangling. And my 
That was not so 
good for the feelings of the buyer 
who had a 10-spot on the team that 
was getting trimmed. 

Well, you know how it is. One 
thing led to another and_ before 
either of us knew it, we had forgot- 
ten all were 
working for and were concentrating 


team was winning. 


about the bosses we 
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on invectives that were not so com- 
plimentary on either side. Finally I 
was given two orders, “get out and 
stay out.” 

lor a long time afterward my boss 
wondered why he didn’t see my name 


on any orders coming in from that 
concern. 
Never argue with a customer or 


prospective buyer, 
if you win and he 
always! 


because you lose 
wins if he loses 


If a salesman uses his approach 
time right—for selling—there will 
never be any cause for talking about 
the weather, football, baseball, reli- 
gion, politics or any other irrelevant 
subject. The best way to make sales 
is to get the jump on the buyer by 
having your approach talk prepared 
hefore you cross the buyer’s threshold. 
Know just what vou are going to say 
and how you are going to say it. 

Years ago I started using a 
“tickler.” The idea came to me when 
a drug store gave me a little note 
book one day, advertising some kind 
of patent medicine. It had about 16 
pages with ruled lines across each 
page for jotting down notes. You 


Between Us Salesmen 


don’t see them so often these days, 
but they were mighty handy for 
keeping track of events. They slipped 
easily into the vest pocket and were 
very popular, 

At first, I jotted down “good sales” 
only as arecord for my vanity. Later 
I began keeping records of sales at 
every place I called. Then when I 
got home I made copies on 3x5 cards 
and by cross indexing had a complete 
history of each customer, what he 
bought, when, quantity and the line. 
Irom a task, it became a pleasure. 
Analysis is a great thing and very 
fascinating. In time I got to using 
the loose-leaf books which greatly 
simplified matters. 

Now, when I go out on a trip, I 
not only know exactly where I am 
going, who I am to see, but also about 


what I can expect to sell each cus-~ 


tomer I call upon, for my “tickler” is 
before me and, as Al Smith would 
say, “you can’t dispute the record.” 
It gives me the jump on my custom- 
ers and instead of the old question, 
“Need anything in my line today, Mr. 
Jones?” I know to a certain extent 
just what Mr. Jones wants or should 
need, based upon the law of averages 
of his previous buying. It takes 
work, of course, nights when I am 
on the road, part of my Sundays 
when at home. But it pays and pays 
handsomely. 

Another thing, as an old cam- 
paigner, that I have found valuable 
is not to be afraid of carrying printed 
matter. I had made for me a special 
zipper portfolio with compartments 
of linen fabric tabbed A-Z. Before 
going out on my territory I select 
the printed matter I am liable to need 
and file it in its proper compartment. 
A little bother, surely, but nothing 
puts a salesman in the hole quite so 
much as for the buyer to ask for a 
folder or bulletin on a certain spe- 
cialty or machine or piece of equip- 
ment he may be talking about, and 
then for the salesman to have to 
say—‘I’ll write the house tonight to 
send you something right away.” 
Practically (Continued on page 58) 
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Plant of The Republic Rubber Co. 14 Acres of Floor Space 


FINANCIAL STRENGTH 
and ENORMOUS FACILITIES 
Uphold Republic’s Leadership 


| Seneca STRENGTH, large plant and modern facilities properly organized, exten- 
sive line of products, long experience, wide reputation for quality and service—these 
forces have made possible the wide influence of Republic’s Policy in the mill supply industry. 


Above all, this is a human organization—men who devote 

The Reoubli their lives to the study of rubber and its uses and who con- 

- i stantly meet with distributors to plan improved sales methods. 
5-Point Policy 














The basic principle of our institution is to help distributors 

| Aline of rubber items sufficiently com- succeed so that we in turn may progress. Our work is effec- 

plete to permit effectively supplying ‘ . , ‘ Y z 2 

the requirements of the trade solicited. tive only in proportion with theirs. Their hopes, their success 

| . ‘ i. 

A quelity of product uniformly good | and their future mean everything to us. Our policy places us 

and capable of delivering service results : : . 7 

dat diaekl saunas Ge ehenianh. | in their front line, to advance or retreat with them. 


3 A price basis inducing and making pos- | 
sible aggressive competition with rea- 


Republic combines leadership in Product and Performance 














sonable profit return. with its leadership in Policy. We began the movement in be- 

eee » half of distributors because we were fortified to push it to a 

Soon oon the trade covered by his successful conclusion. Our activities have brought encourage- 
i linahahesidinianaiigainicans ment and a broad outlook to all distributors. Today, we are 

that his sales force may be given the joined by other influences in pushing the program and we 

pene oe pe amar —_— | look for faster progress than ever in winning for distributors 
| 














the recognition they so well deserve. 


THE REPUBLIC RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
~ REPUBLIC—THE DISTRIBUTORS’ CHAMPION 














KEEPING POSTED » » 


Newsy facts about industrial distributors 


and their salesmen 











New Distributing Organization 
Founded in Dayton 

A new distributing organization, 
Industrial Supply Company, has been 
formed in Dayton, Ohio, by A. G. 
Trangenstein and H. C. Heath, both 
of whom were with the Patterson 
Tool and Supply Company of Day- 
ton for over 15 years. 

A specialized selling organization 
is planned. Exclusive distribution 
on a number of nationally known 
lines has already been secured. 
Among the items on which the or- 
ganization plans to specialize are: 
taps, drills, reamers, cutters, grind- 
ing wheels, hack saw blades, files, 
wiping cloths, precision gages, com- 
mercial diamonds, polishing materi- 
als and supplies, chain hoists, hollow 
set screws, safety ladders, lamps, 
gears and paper pulleys. Machine, 
carriage and lag bolts, cap screws and 
set screws will also be stocked. 

Quarters have been leased at 257 
Wayne Avenue and consist of a two- 
story building. Location is only four 





squares from the center of town and 
is in the midst of a semi-factory dis- 
trict. Plenty of parking space is 
available at all times. The selling 
force, at present, consists of Mr. 
Trangenstein, Mr. Heath and B. F. 
Bowman, who is an old mill supply 
man known to many buyers in Ohio. 
Territory within a radius of 50 miles 
of Dayton will be covered. 


* * * 


New Supply House in Rockford 

The Rockford Supply and Equip- 
ment Company, 325 South Court 
Street, Rockford, Illinois, has been 
incorporated to distribute motors and 
controls, pumps, compressors, plumb- 
ing and heating supplies, engines and 
generators. 

H. K. Hutton, president, and T. H. 
Connors, secretary-treasurer of the 
new company, were formerly officers 
of The Swords Company in Rock- 
ford and have a wide acquaintance- 
ship among industrials of the terri- 
tory to be covered, 


At a recent meeting in Newark of the Northern New Jersey Mill Supply Club, the 
speaker was D. W. Northrup, president, Henry G. Thompson and Sons Company. 
Mr. Northup spoke on the importance of clear-cut manufacturers’ sales policies. 
Standing, left to right: E. H. Howard, George A. Myers, Incorporated; J. J. Leonard, 
Leonard Hardware Company; Harry Fritts, Williams S. Roe, Incorporated; A. W. 
Clarendon, Hand Hardware Company; F. M. Brodhead, Brodhead-Murphy Company; 
F, J. Seither, Seither and Ellis; R. B. Manley, Abrasive Machine and Supply Company; 


and J. J. McNevin, MILL SUPPLIES. 


Seated: H. A. Dayer, Abrasive Machine 


and Supply Company; D. W. Northup; and J. D. Mitchell, Seither and Ellis. 
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Providence Mill Supply and 
Hardware Firms Unite 

Effective May 18, 1933, the E. C. 
Church Company, 136 West Ex- 
change Street, Providence, Rhode 
Island, merged with the Belcher and 
Loomis Hardware Company, 130 
West Exchange Street of that city. 
The former concern will continue to 
do business as the E. C. Church Divi- 
sion of Belcher & Loomis Hardware 
Company, with E. C. Church a di- 
rector and vice-president. Most of 
the Church Company personnel will 
join the Belcher & Loomis organiza- 
tion. 

This united two of New England’s 
oldest and largest mill supply houses. 
The Belcher & Loomis Company 
was founded in 1826 and has been, 
doing business continuously ever 
since. The E. C. Church Company 
traces its history back over 90 years 
by the acquisition of the Duty Evans 
Company in 1892. 

The present Belcher & Loomis 
lines of mill supplies, shelf hardware, 
paints, auto supplies, electrical appli- 
ances, and sporting goods will be 
augmented by the E. C. Church 
Company’s lines of fences, metal 
buildings, blacksmith’s supplies, 
heavy hardware, and steel products. 
Better service to the customers of 
both houses is promised as a result 
of the merger. 


* * * 


M. L. Derge New President 

Trumbull Manufacturing Co. 

M. L.. Derge, formerly vice-presi- 
dent and general manager of the 
Trumbull Manufacturing Company, 
Warren, Ohio, distributor and man- 
ufacturer, has recently been elected 
president, replacing W. T. Pendleton. 

The above company is now dis- 
tributing home and industrial insulat- 
ing materials and quick-drying paints. 
Business on all lines is reported as 
somewhat better with signs of further 
improvement. 
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te O O K Tro Tort oRROow 2? 


THE SMALL COG COUNTS! 


A small boy’s arm, plugged in a leak- 
ing dyke, saved all Holland from 
inundation. 


In the modern factory the efficiency 
of a whole network of machinery 
may be influenced by the function- 
ing of one relatively unimportant 
cog. 


During the high production period 
of a few years back many small cogs 
were overlooked. Unessentials ac- 
cumulated. Cost leaks were not 
plugged. It made little difference, 
for business was good and profit 
margins ample. 





When the old order of things ended, 
industry began the painful process 
of contraction. And now after three 
years it is down to a framework of 
essentials. Deflation has been ac- 
complished. 


Today is stock taking time—a time 


to look ahead and to plan wisely for See the Clinger Belt Laver Compens’s 


exhibit at the Chicago World’s Fair, 
a new era. The successful manu- Booth 2A, General Exhibit Building. 








facturer of tomorrow is preparing 
today to meet the more exacting 
industrial standards of a new age. 








GRAND RAPIDS MICHIGAN Belt lacing is only a small cog in 
plant operation, but its efficiency is 


a vital factor in the maintenance of 
caPP ar an unbroken flow of production. 
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Sales staff of Beals, McCarthy and Rogers, Incorporated, Buffalo, gathered to hear 


a discussion of a manufacturer’s line. 


G. F. Evans, general sales manager, is standing 


at the extreme right of the picture. 


Personnel Changes at 
Gustin-Bacon 

The Gustin-Bacon Manufacturing 
Company, Kansas City, Missouri, has 
announced the removal of its Tulsa 
office from 19 East Cameron Street 
to 1234 South Detroit Street. 

The company is now distributing 
the complete line of refrigerating and 
air conditioning equipment manufac- 
tured by the Carrier Products Cor- 
poration. 

J. IF. Stephens has been appointed 
manager of the industrial depart- 
ment. He formerly was assistant 
manager of the mechanical rubber 
goods department of the Goodyear 
Tire and Rubber Company. 

C. E. Thayer is the new manager 
of the Tulsa branch, the oil field di- 
vision of the industrial department. 
I’. P. Monahan, formerly president, 
D. I. Connolly Agency, Tulsa, has 
been employed in the sales depart- 
ment of the Tulsa branch. 

Henry Gould, formerly sales engi- 
neer with Natkin Engineering Com- 
pany, Kansas City, is now employed 
as refrigeration engineer in the Kan- 
sas City industrial department of 
Gustin-Bacon. 


* + « 


C. E. Baker, New President 
Smith-Booth-Usher 
At the annual meeting of direc- 
tors and stockholders of the Smith- 
Booth-Usher Company, Los Angeles, 
California, held on May 25, C. E. 
30 


Baker, treasurer, was elected presi- 
dent and ex-officio member of all 
committees, 

Mr. Baker has been with the com- 
pany since 1919 and was elected to 
fill the position left vacant by H. P. 
Usher, who was president for 18 
years. 

ae a 
Komp Equipment Company 
Moves 

The Komp Equipment Company, 
successor to the Komp Machinery 
Company, has changed its place of 
business to 111-113 East Pine Street, 
Hattiesburg, Mississippi. 

Several new lines have been added, 
among which are: Johns-Manville 
roofing, packing and brake lining; 
Devoe and Raynolds paints and var- 
nishes ; and Fretz-Moon pipe. 

H. A. Powell has been employed 
to sell industrial supplies and C. T. 
Gilbert to specialize on the sale of 
gas appliances. 

* * * 

New Management Active at 
Swords Company 
The new management of The 
Swords Company, Rockford, Illinois, 
which took hold of its affairs last 
summer, is moving forward aggres- 
sively. New policies have resulted 
in the announcement to the trade that 
The Swords Company has “put its 
house in order” and that Swords’ 
service is now available on today’s 
lower basis of cost. 


The Swords Company maintains 
an engineering and contracting divi- 
sion and a completely equipped pipe 
shop. Plumbing and electrical wir- 
ing work, heating and ventilating in- 
stallations and sprinkler system in- 
stallations are done in the contract- 
ing department. Motors are sold and 
reconditioned, switchboards built and 
power-saving equipment distributed 
through its subsidiary, the Rockford 
Power Machinery Company. 

In the distribution of industrial 
supplies, The Swords Company is 
now more active than at any time 
in the past. Its entire force of sales- 
men, who formerly were assigned to 
separate departments of the business, 
are now selling the entire line. B. O. 
Schmaling, long with the organiza- 
tion, has recently been appointed head 
of the industrial supply department. 

New members of the executive 
family include: Charles W. Litsey, 
vice-president and general manager ; 
R. G. Babcock, secretary; and R. A. 
Anderson, assistant secretary. 

x * * 
A. F. Ellfeldt Attends Interna- 
national Building and 
Loan Congress 

A. F. Ellfeldt, president, Ellfeldt 
Hardware and Machinery Supply 
Company, Kansas City, Missouri. 
sailed from New York May 26 to 
attend the International Congress of 
Building and Loan Associations in 
London on June 6. Mr. Ellfeldt was 
recently appointed a director of the 
Federal Loan Bank of Des Moines, 
lowa. 

x * * 


Jennings Replaces McCarty in 
Florida Group 
At a meeting of the Florida Job- 
bers’ Association, held in the Marion 
Hotel, Ocala, on May 5, Glenn Jenn- 
ings, of Cameron and Barkley Com- 
pany, Tampa, was elected secretary 
to fill the vacancy created by the res- 


ignation of Ernest McCarty. 
* 6s 


O. C. Scott Representing Four 
Manufacturers from Cincinnati 


Office 


O. C. Scott, formerly with the E. 
A. Kinsey Company, Cincinnati, is 
now representing the Magnolia Metal 
Company, Safety Belt-Lacer Com- 
pany, Clark Equipment Company and 
Specialties, Incorporated, in south- 
western Ohio, northern Kentucky 
and eastern Indiana. 
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THE 
GREATEST 


SELLING NAME 


IN RUBBER 














f au the selling helps which 
Goodyear provides the Good- 
year Mechanical Rubber Goods Dis- 
tributor, none is so valuable in 
business-getting and business-hold- 
ing as the name of Goodyear itself. 


Goodyear is a name that everywhere 
signifies quality. In every field and 
industry for which products bearing 
it are supplied,Goodyear is the name 
that commands preference. 


That preference means there is more 
acceptance for Goodyear products, 
more demand, less sales resistance. 


Goodyear is constantly extending 
this preference by providing new 
and perfected exclusive develop- 
ments in mechanical rubber goods 


for industry, by advertising them in 
both national publications and the 
trade journals of key industries, and 
by maintaining the Goodyear Plant 
Analysis Plan of specification and 
application through the expert ser- 
vice of the G. T. M. — Goodyear 
Technical Man. 


Quality products, business-building 
helps, and the greatest name in rub- 
ber, all combine to make better, 
more profitable business for the 
Goodyear Mechanical Rubber Goods 
Distributor. 





There may be an opportunity to obtain 
a Goodyear Mechanical Rubber Goods 
Distributorship. Why not investigate ? 
Address Goodyear, Akron, Ohio, or 
Los Angeles, California. 
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Duncan Salesman Dead 





Don De Laittre 


Donald De Laittre, recently ap- 
pointed salesman for the R. C. Dun- 
can Company, Minneapolis, died sud- 
denly on May 16, following an 
operation. . 

x * * 


E. W. Johnson Director of Weed 
and Company 

E. W. Johnson, industrial sales 
manager of Weed and Company, 
Buffalo, was recently elected a di- 
rector. Mr. Johnson has been with 
the company for over 20 years. For 
the last five, he has acted as sales 
manager. 

* *« x 


Henry Petter Dead 
Henry G. Petter, founder of the 
Henry A. Petter Supply Company, 
Paducah, Kentucky, died suddenly 
on Sunday, March 12, at Miami, 
Florida, aged 72 years. 
* * * 


New Salesman for L. G. Isaacson 

A new salesman, R. R. Petlit, has 
been placed in charge of motor and 
V-belt sales by L. G. Isaacson Com- 
pany, Aberdeen, Washington. He is 
an engineer, capable of giving design- 
ing assistance and suggesting econo- 
mies to be effected by certain installa- 
tions. 

The Isaacson Company is now 
handling motors and fans manufac- 
tured by the Century Electric Com- 
pany of St. Louis. 
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AA pozen 


LIVES DEPEND UPON THIS 
2) LINK OF STEEL 











































When you sell "Vulcan" Hoist 
that you are selling satisfactic 
you can be assured that yo 
tomers the utmost in Hog 


And when a loaded 
there is a lot of sig 
safety. Not onl 
ger, but the |j 
and possibly 


slender lin 


That's gy "Vulcan" Hooks are drop-forged 
fro e finest steels available, and each hook 
ind#idually PROOF-TESTED to 50% beyond its 
“Bate Working Load." 


Williams’ "Vulcan" Hooks are available in either 
the straight shank pattern or in the weldless eye 
pattern. Sizes range from '/2 ton to 25 ton 
rated capacity. All "VULCANS" ARE IDEN- 
TIFIED BY THE ORANGE TIP. Ask for prices 
and discounts. 


J. H. WILLIAMS & CO. 


“The Drop-Forging People” 
75 Spring Street-» New York, N. Y. 


Boks you know 
More than that 
e giving your cus- 
safety. 


Bist hook climbs upward 
icance in that small word, 
e operator may be in dan- 
Bs of dozens of other workers 
Bdestrians are guarded only by a 
steel. 









IDENTIFY 
VULCAN HOOKS 
BY THE 
ORANGE TIP 


“VULCAN” 
Wire Rope 
Sockets 


“Vulcan” Rope Sockets 
are drop-forged from a fine 
grade of steel. They are 
superior in finish to the 
hand-made product as well 


Os | 


DROP-FORGED 
HOOKS and SOCKETS 





pattern illustrated above or 
in the closed pattern. All 
sizes, for rope 4 to 1% 
Inches. 
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Here are two other | 
Chain Belt Lines you 
can sell: 


REX SPEED 
PRIME PUMPS 


ind ial Municipal 
Sel] €O Contractors » utilities 
REX 3” SPEED PRIME PUMP | 


20, 400 GALLONS PER HOUR 
Selling Price. .ccccccccccccccs $950 


REX 212" SPEED PRIME PUMP | 


13, 000 cations Per Hour | 


“atti Price ..ccccccccccccces $] 89° | | 
REX 2” SPEED PRIME PUMP | 


10, 800 catrons Per HOUR | 
Selling Price......seees coccee $ 167° 
Also 4 and §-Inch Models 


All prices are selling prices—based on 
F.O.B. Milwaukee—subject to usual 
discounts to you. 


Total service of these two men with Chase 
Parker Company, Incorporated, of Boston, 
amounts to 100 years. Jim Philbrick, 76 | 
years young, joined the company in 1887. 
He started driving a team but has been 
in the shipping department since the ad- 
gp of trucks into the supply business. 
. A. Ford, right, admits being 72 years 
<a and joined the company in 1880 in 
the blacksmith supplies division. 








New Roby Building Planned 
Plans are being drawn by The 
| Sidney B. Roby Company, Roches- | 
ter, New York, for a new building 
to be erected on the site of the one 
destroyed by fire on March 9. 
* * x 





Farquahr Machinery Notes 
Pick-up in Lumber Field 
A renewal of activity in the lumber 
field has been noted by Farquhar 
Machinery Company, Jacksonville, 
Florida. In April, a portable saw mill 
was sold, this being the first sale of 
this kind in five months. Further 
sales are anticipated. 


REX 
SPRAY 
NOZZLES 


For washing screens and 
materials—a big improve- 
ment—a fast market 
ell to Power Plants * Coal Mines | 
*® Sand and Gravel Plants ¢ 
Stone Plants e Coke Plants ® and others 


SELLING PRICE $350 | 
F.O.B. Milwaukee— 


Write for complete information 
on these new fast-selling lines 


HAIN BELT COMPANY 


622 WEST BRUCE STREET, MILWAUKEE 


REX CHAIN 


Bearings, Belt Idlers, Buckets, Castings, Construc- 
tion Machinery, Conveyors, Set Collars, 
Sprockets, Take-Ups 


usual discounts 





Thornton McDougal, sales manager, The 
H. D. Taylor Company, Buffalo, shows 
C. E. Wettleaufer, president of the com- 
pany, a sample of the tire covers used 


by all of their salesmen. This company 
is celebrating its hundredth year in buzsi- 
ness this year. 


SAWHIDE 









Complete 
Mechanical 
Leather Service 


an asset to the distributor 
on every call 


The completeness of the Chicago Rawhide 
Mechanical Leather Line—plus, of course, 
the quality of every product and the repu- 
tation of the manufacturer—places the dis- 
tributor in an unusually strong position in 
every sales solicitation. 


For Instance 


Your customer may need Chicago Rawhide 
cut lacing—a strictly Mechanical Rawhide, 
cut from the center of hide, a long wearing 
lace with Superior tensile strength. 





Or our Round Rawhide Pins for use with ~ 
metal belt fasteners may be the item of the 
minute. These are uniform in size and smooth 
in finish. They are put up in bundles of 
1000” or 24 pins to a bundle; in lengths of 
6, 12 or 24 inches. 


We also make leather transmission belting, 
rawhide round safety lace, leather packings 
(hydraulic and pneumatic), rawhide mallets, 
hammers and mauls; non-metallic pinions, 
metal gears, mechanical leather specialties 
and "Perfect" oil seals. 


PRVOVO CULV IVEY Ae A ae, Ja) 


AULBUPLEC ECAC a ete trie et ow ae 





It will pay you to investigate your oppor- 
tunities with the complete Chicago Rawhide 
Line. Write today for prices and other 
information. 


THE 
CHICAGO RAWHIDE 
MANUFACTURING CO. 


1301 ELSTON AVE. 
CHICAGO, ILL. 
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IPE SHIPMENTS 
Savings 


Republic is in the envious position today of 
being able to make possible considerable sav- 
ings through consolidated shipments of pipe. 
From this one source you can obtain every kind 
of ferrous pipe in general use—butt and lap 
weld steel pipe for all ordinary service in all the 
usual jobbers’ stock sizes, copper bearing steel 
pipe in corresponding sizes, and rust-resisting 
Toncan Iron Pipe in butt, lap and electric weld. 

Think of the routine savings consolidated 


oe eit purchases make possible—one order—one bill 
REPUBLIC IRON PIPE 


of lading—one receiving record—one invoice 
STEEL PIPE 


—one check—and savings in freight on carload 


ke Se AL 


ams apn ae 


shipments. Then, too, you need not carry as 


heavy an inventory as when it is necessary to 





a 
x 





purchase a carload of one kind of pipe, while 
you can still render to your customers a com- 
plete service. 

Service to jobbers that they may in turn render 
full service to their customers is just one of the 
factors that has helped make Republic the third 
largest pipe manufacturer in America. 

Literature descriptive of any of the kinds of 


pipe mentioned above will be sent upon request. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES =QQRg” YOUNGSTOWN, OHIO 
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Watch Your Stock | 
of 


Crescent Ground 
Cross-Cut 
SAWS 





G. M. Appleby, general manager of Ap- 
pleby Brothers and Whittaker Company, 
aggressive Harrisburg, Pennsylvania, sup- 

ply house. 











Reduced. 


stocks of lum- | 


ber coupled 


demand can mean | 
just one thing, 


MORE MEN 
CUTTING TIMBER 


Naturally they will use 
CRESCENT GROUND 
CROSS-CUT SAWS 


be 


and those saws will 
bought through you. 


So we say,— 


Watch Your Stock to enable | 


you to make sales. 


SIMONDS 


Saw and Steel Co. 
Established 1832 Fitchburg, Mass. 
BOSTON CHICAGO NEW ORLEANS 
PORTLAND SEATTLE SAN FRANCISCO 


LOS ANGELES 


| 
| cided improvement from a volume 
| 
| 


New Lines for Klinger-Dills 

The Klinger-Dills Company, Day- 
ton, Ohio, is now distributing Alem- 
ite fittings and the products of the 
Stonehard Company. 

The month of May produced a de- 
standpoint, according to P. W. 
Klinger, president. 

* * * 
Rayl Company Distributing 
Coffing Hoists 

Hand and electric chain hoists 

manufactured by the Coffing Hoist 


| Company, are now being handled in 


the Detroit territory by the Rayl 


with a growing | Company. 


* * x 


Crerar Adams Distributing 

Kerrick Kleaner 

Crerar, Adams and Company, Chi- 
cago, is distributing Kerrick Klean- 
ers for automotive and industrial 
uses, manufactured by Chemical 
Processes Company, Los Angeles. 
Three salesmen have been added to 
| the force. It is expected that total 
additions by July 1 will total seven. 





The Hardware and Supply Company, 
Akron, Ohio, displays light woodworking 
equipment where it will be seen immedi- 
ately by all visitors entering the door. 
This method has been successful in main- 
taining sales on such equipment at a 
satisfactory level. 
































Made in 
rich perma- 
nent shades 
—the first 
successful 
real asphalt > 
paint. 





“The World's Supreme Waterproof- 
ing’—resists sun, fumes, acids, al- 
kalis. Protects — preserves— endures. 


V ALDU ASPHALT 


PAINT 
Made from 99.5% 1 eee 
pure Gilsonite 
Asphalt. Contains 
no coal tar. 





Valdura is 
the World's 
Fair paint. 


American Asphalt Paint Co., 844 Rush St., Chicago 
| am interested in Valdura— mail color leaflet. 
Also “Interesting News about the World's Fair”. 
Name. 

Addr 
City. 
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Here’s The 
Quaker Policy 


For 48 years the policy of this company has been to faithfully support 
its Distributors. We have never hesitated to do this—no matter whether 
times were good or bad. 

To work with him, and for him, leaving no stone unturned in our 
efforts to help increase his business. That’s our obligation to the 
Jobber. We have never knowingly deviated from this course. 
Realizing the constant changes in industry, we have 
met them with new processes and new products, at 
all times rigidly enforcing the high standard of 
Quaker quality. 

We have always protected the Jobber in the terri- 
tory assigned him, and our 48 

years of continuous service is, we 

believe, ample proof of the fair- 

ness of our policy, and mute evi- 
dence to the quality of Quaker 
products. 

We have a few territories open, 
and would like to hear from Dis- 
tributors desirous of increasing 
their business. 


BELTING PACKING 


Agricultural, endless and 
cut lengths—Canners— 
Conveyor — Elevator — 
Grader — Grain 
Conveyor — Oil 
Well — Textile — 


Transmission, etc. 


Asbestos Packing—Caulking 
Packing — Ebonite Sheet 
Packing — Flax Packing — 

Hydraulic Pack- 
ing — P.P.P. Pis- 
ton Rod Packing 
—Retort Packing, 
etc. 





Air Hose—Brewers Hose—Chemical 
Hose—Creamery Hose—Fire & Mill 
Hose—Fuel Oil Hose—Garden Hose 
—Pneumatic Tool Hose—Rotary 
Drilling Hose—Sand Blast Hose— 
Spray Hose—Steam Hose—Suction 
Hose—Welding Hose, ete. Dredging 
Sleeves. 


QUAKER CITY RUBBER COMPANY 
PHILADELPHIA, PA. 
NEW YORK - CHICAGO - SAN FRANCISCO 








New and Improved Industrial Products 











Rubber-Lined Valve 





ESIGNED for handling 

abrasive fluids under conditions of 
fairly high pressure, pulsating pressure, 
throttling or suction, a new rubber-lined 
valve of simple, rugged design is known 
as the Vulcalock valve. Action of the 
valve does not depend upon a flexible 
diaphragm. The resilient, rounded disc 
which snaps over a circular plate at the 
lower end of the stem provides an abso- 
lute seal when brought into contact with 
the molded rubber covered seat. Both 
disc and ring are simple, inexpensive, 
easily replaceable parts. Corrosive or 
abrasive materials come in contact only 
with rubber especially designed to resist 
their deteriorating action. Nearly straight 
line of flow makes valve especially adap- 
table to fairly high pressure work. On 
sizes up to and including six inch, there 
is no restriction of flow through the seat 
ring.—B. F. Goodrich Rubber Company, 
Akron, Ohio. Mitt Supprtes, June, 1933. 


corrosive and 


Portable Manhole Ventilator 





OR ventilating and 
noxious gases from manholes, tunnels, 
and other enclosed places where electric 
power is not available, a gasoline engine 


driving off ob- 


driven blower has recently been placed 
on the market. The new device, which 
is powered by a %4 horsepower air-cooled 
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gasoline engine, operating at 1800 r.p.m., 
is mounted on heavy coil springs to cush- 
ion the vibration of the single cylinder 
engine, and delivers 1550 cubic feet of 
air per minute. By means of an 8-inch 
diameter flexible tubing, of proper length, 
the air flow can be directed to any de- 
sired point. An adjustable discharge 
eliminates elbows in this duct. The en- 
tire device weighs but 105 pounds and 
can easily be carried around and set up 
on any space two feet square, or larger, 
for ventilating cable manholes, tunnels, 
pipe galleries, underground passages, coal 
pockets, shipholds and process tanks.— 
Coppus Engineering Corporation, Wor- 
cester, Massachusetts. Mtiti Supp ies, 
June, 1933. 


Pipe Cutters 





EVELOPED with a 


view to elim- 

inating the burr in cutting copper 
and brass tubing and pipe, this new pipe 
cutter is made in two models, Number 0 
and Number 00. The latter is designed 
to cut pipe up to %-inch outside diam- 
eter. Carries a reaming tool at one end 
and a flaring tool as an integral part of 
handle. Measures only 6 inches from 
handle to tip. Silvered to prevent rust 
by a cadmium plating process. Number 
0 (without reamer or flaring tool) is for 
larger regular and hard copper tubing 
and brass and copper pipe up to 1% 
inches outside diameter. Also cadmium 
plated. Is of Saunders design with two 
rolls and one wheel—Trimont Manufac- 
turing Company, Roxbury, Massachusetts. 
Mitt Suppties, June, 1933. 


Screw Driver Line 


oS aa 





LL units of this new line of screw 

drivers have solid forged one-piece 
blades, heat-treated throughout. Blades 
are ground and polished and_ firmly 
anchored in the handles. Tips are accu- 
rately taper ground to insure non-slip fit 
in screw slots. Handles are made of 
tough transparent composition, amber in 
color and a non-conductor of electricity. 
Said to be virtually unbreakable and have 
flutes to aid in securing comfortable grip. 
Line consists of five styles in a total of 
13 sizes—Bonney Forge and Tool Works, 
Allentown, Pennsylvania. Mitt Suppties, 
June, 1933. 


Conveyor Belt 
CONVEYOR belt, 
uniquely designed, interlaced cord- 

duck carcass, and which is bonded 
through with a special rubber compound, 
is said to have run up an unusually good 


which has a 


performance record after five years of 
testing. The manfacturer’s engineers at- 
tribute the performance of this belt to 
the specially-woven duck which is used 
in the carcass and the binding of the in- 
terlaced members. The bonding com- 
pound and the method of impregnating 
the belt are new developments. Advan- 
tages claimed are: extreme flexibility, low 
stretch, long belt fe, and inseparable ad- 
hesion between the interlocking plies.— 
The Manhattan Rubber Manufacturing 
Division, Raybestos-Manhattan, Incorpo- 
rated, Passaic, New Jersey. Mit Svup- 
PLIES, June, 1932. 


weet Cup Goggles 





ANE SW goggle, which should go far 
to remove the ‘cause for complaint 
against goggle wearing, utilizes transpar- 
ent material for the cups. Light passes 
through the walls of the cup undimmed 
and permits an entirely normal eye con- 
dition. Goggle is sturdy, has strength 
to withstand impact, is spark proof and 
extremely light in weight. Can be used 
equally well with or without spectacles.— 
Willson Products, Incorporated, Reading, 
Pennsylvania. Muti Suppties, June, 1933. 


Moulded Non-Metallic Bearings 





ATKE bearings, for a number of 

years made exclusively for steel mill 
service, are now available for all gen- 
eral machinery uses. These non-metallic 
bearings are composed of a special tex- 
tile base impregnated with synthetic 
resins. They are moulded in three basic- 
ally different materials known as Hydro- 
tex, Lubritex and Grafitex. Hydrotex 
bearings are designed for use where bear- 
ings run in water. Lubritex bearings are 
designed for oil-lubricated equipment, 
While Grafitex are self-lubricating and 
are designed for slow moving machinery. 
—Gatke Corporation, Chicago, Illinois. 
Mitt Supp ies, June, 1933. 
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Mr. 
DISTRIBUTOR 


Everywhere the general 
feeling is, business is 
getting better. BUT, 
only those distributors 
who are ready can ex- 
pect to march in the 
sales parade! 





eee Distributors will be ready—our policy has not 

changed, we believe AND sell through distributors—and 
can now offer closer distributor co-operation than ever be- 
fore in our forty years of existence. 


The Belmont Sales Plan is MODERN—a 1933 development— 
designed to meet today's sales needs—the result of an ex- 
tensive study of the great American Market and Packing 
sales possibilities by territories. 





The highlights of the Belmont Sales Plan— 


Style No. 110 
Air Compressor Packing CATALOG SERVICE—the new Belmont catalog number 33 
Meets, fully, the exacting require- about to be released will be of real service to distributors 
eee ee and packing users, showing the complete Belmont line as well 


as pertinent information on packing services and applications. 


DIRECT MAIL Literature—All distributors are supplied with 
literature for direct mailing purposes. 


SALES ASSISTANCE—through our factory trained represen- 
tatives and our Engineering Department which is at your dis- 
posal. 


MARKETING INFORMATION—on the number of industrial 
plants in your territory which offer the best opportunities for 
packing sales. 


SALES MANUAL—a sales manual which gives a concise pic- 
ture of the major industrial prospects for packing sales and 
the definite applications in each plant by — 
your salesmen to shoot a bull's-eye on every call. 





Style No. 20 
High-pressure Asbestos Packing ° ° , 
Highest grade possible to produce. Get the facts and the PACKING business in your territory— 
Designed for use against all pres- ° 
sures of steam and gas. write us today. 





THE BELMONT PACKING & RUBBER CO. 


BUTLER AND SEPVIVA STREETS PHILADELPHIA, PENNSYLVANIA 








UMI 








New and Improved Industrial Products 











Self Priming Centrifugal Pumps 





UTOMATIC in action after the re- 

circulating system is once filled, the 
new 3 inch, self- priming centrifugal pump 
illustrated is of the recirculating tyne. 
Unit weighs 385 pounds, is 34 inches 
high and 37 inches wide. With 5 foot 
suction lift, has capacity of 20,400 gal- 
lons per hour. With 25 foot lift, ca- 
pacity is 9,000 gallons per hour. It is 
claimed by the manufacturer that the new 
type of recirculating system employed 
will pick up the prime in record time on 
any suction lift up to 25 feet and that 
it will continue to operate with an air 
leak in the suction line. Impeller is open 
trash type with only two blades. Pump 
will handle high percentage of solids. 
Compact, air-cooled engine, developing 6 
horsepower, furnishes necessary power. 
Wheelbarrow mounting provides utmost 


portability—The Chain Belt Company, 
Milwaukee, Wisconsin. Mt. Supp ies, 
June, 1933 

Beer Meters 





OT a new product but one brought 
4“ into prominence along with hundreds 
of other brewery supply items, is the 
beer meter illustrated. The line of which 
it is a part embraces both the positive 
displacement duplex piston type and the 
nutating disc type. Meters are furnished 
with circular registers reading in units 
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of barrels, with dial pointers which can 
be set back to zero when specific quan- 
tities have been measured. Either hot or 
cold beer can be handled. As shown, 
portable meters are equipped with han- 
dles to facilitate moving.—Worthington 


Pump and Machinery Corporation, Har- 
rison, New Jersey. Mitt Suppties, June, 
1933. 


Angle Plate Grinder 





G PECL AL roll or parallel grinding are 
said to be conveniently and econom- 
ically handled with this new angle plate 
grinder. Illustration shows 2 H.P. ma- 
chine which is fitted with horizontal feed 
of 11 inches and vertical feed of 6 inches. 
Longer or shorter feeds can be furnished 
as can machine with one feed only. 
Machine weighs 193 pounds and carries 
12 x 1% grinding wheel. Especially 
adapted for use on a lathe boring mill, 
milling machine and for grinding large 
shear blades without removing them 
from the shear. Furnished in ¥%, 1, 2 
and 3 horsepower sizes. Ball bearings 
are mounted in dust-proof hoistings. 
Armature shaft is of high grade nickel 
steel—The Standard Electrical Tool 
Company, Cincinnati, Ohio. Mutt Sur- 
PLIES, June, 1933. 


Flexible Coupling 





HIS new flexible coupling, in which 
the recently announced Silverlink rol- 
ler chain will be used, consists simply of 
two cut-tooth sprocket wheels (or 
coupling halves) and a piece of roller 


chain to connect them, all working sur- 
faces being machined to close tolerances. 
A pin-and-cotter link makes coupling and 
removal simple. Where operating con- 
ditions suggest the advisability of protec- 
tion from dust and dirt, coupling can be 
enclosed in either a stationary or revolv- 
ing automatically-lubricated, oil-retaining 
casing.—Link-Belt Company, Indianapo- 
lis, Indiana. Mi. Suppites, June, 1933. 


Open Side Pipe Vises 





NEW line of 
consists of 
00, capacity % 


open side pipe vises 
these models; number 
inch to 2% inches in- 
clusive; and number 3, capacity 4% inch 
to 4% inches inclusive. As shown in 
illustration they have very heavy frames 
and long overlapping vise jaws. Jaws 
are made from tool steel, properly hard- 
ened and may be replaced when dull. 
Jaw construction permits working close 
to the face of the vise. Handles are 
extra long, giving an excellent leverage 
and permitting of easy setting of the 
jaws.—The Toledo Pipe Threading Ma- 
chine Company, Toledo, Ohio. Mt 
Suppiies, June, 1933. 
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Hose Ferrule Crimper 





ITH this new hose ferrule crimping 

machine, new air, water and garden 
hose can be coupled in any length de- 
sired from reel lengths. Used hose may 
also be recoupled as required. The 
crimper handles any type and any size 
hose taking up to 1% inch ferrule, with 
crimping dies available for any size fer- 
rule. To operate, crimper is simply 
placed in a vise, the hose end with cou- 
pling and ferrule inserted in the jaws of 
the die, and the vise jaws tightened.—Dill 
Manufacturing Company, Cleveland, Ohio. 
Mitt Suppties, June, 1933. 
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FEATURES IN 
NEW PRODUCTS 
GIVE GREATER 
SALES POWER 


TO N.Y. B. & P. 
DISTRIBUTORS 


(A) Braided Wire Plies imbedded in resilient rubber provide 
a Powerful Safety Factor. 


(B) Super-Tube of special heat-resisting compound. 
(C) Braided Breaker Ply that bonds the cover to the Plies. 


(D) Extra-Tough Cover resists external abrasion. 


Hy-Test Steam Hose is an excellent example. Here is a product that leads the field in Steam Hose 
construction. Hy-Test will never burst. 


For this Super Hose is built with braided wire plies which show no distress when the hose is subjected 
to continuous pressures and high temperatures. 


It is an established fact that the life of a Steam Hose is no longer than the life of its supporting plies. 
As conventional plies are gradually weakened by heat, safety diminishes . . . danger of bursting 
increases. 


In Hy-Test the strength of the braided wire plies remains practically constant. And when abnormally 
long usage finally allows the steam to penetrate the rubber the braided wire plies remain intact. The 
escaping steam is amply retarded, but Hy-Test will never burst. 


Hy-Test with its braided wire construction is equally as flexible as the conventional type of steam 
hose made of cotton fabric plies. For fewer braided wire plies are necessary. 


The progressive character of Hy-Test Steam Hose typifies the accomplishments of N. Y. B. & P. 
engineers in their constant efforts to keep the N. Y. B, & P. line of Mechanical Rubber Goods always 
apace with the progress of industry. This means much to the N. Y. B. & P. Distributor. 


New YorK BELTING & Puss @. 


1790 BROADWAY, 











































North Atlantic States ‘ 

Although the eastern section registered a lower percentage of normal than that found 

in other sections, 38.8% of the 1923-1925 average is not too bad when compared with the lean 

February and March. Increases ranging upward from 10% are looked for in most quarters 
for June. 


Southern States 
Still leading the list and expecting further increases, the Southern States Indicator, read- 
ing 47.9% of normal, returns to its last fall level. A pickup of from 5% to 10% is looked 
for in June, 


Middle Western States 


The biggest gainer of all. The Midwestern Indicator reads 45.9% of normal, the highest 
figure touched since the Sales Indicator was inaugurated last October. If sales follow pre- 


f 


dictions, this figure will push well over the 50% mark for June. 


Western States 
Too few returns were received from this section to accurately plot an indicator which 
would be indicative of conditions. However, those distributors who did report have enjoyed 


considerable gains and look for more. 


Pacific Coast States 
Rather than publish an Indicator which might mislead rather than paint a true picture, 
the chart for the Pacific Coast is omitted also. Figures on sales in this section show them to 
be 79.1 of normal and since this figure is so unusually high, it is thought advisable to wait 


for further verification. 
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| Theragh thay lial 

alike at first 
TIME WILL TELL THAT Rs, 
THERE /S A DIFFERENCE ! 
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HERE IS A DIFFERENCE in small tools 
although it is practically true that they 
“all look alike at first.” It is that difference 
which keeps the mechanical world so loyal to 
Morse drills, cutters, reamers, taps and dies. 


Morse Tools can stand the test of lon}, ,ruel- 
ling, metal cutting work. Their scientific tem- 
per and uniformly high quality of steel keep 
them at work lon? after other tools have had 
to go to the grinding wheel or the scrap heap. 


Morse Tools actually lower production costs 
— that’s the difference that counts today! 


MOR Ss E& 


TWIST DRILL & MACHINE ‘COMPANY 


NEW BEDFORD, MASS..U.S.A. 





New York Store Chicago Store 
92 Lafayette Street 570 West Randolph Street 


THE MORSE LINE INCLUDES: High Speed and Carbon 





DRILLS REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
CHUCKS COUNTERBORES MANDRELS TAPER PINS SOCKETS SLEEVES 
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IMPERIAL 


COUPLINGS 


provide you with 


A Complete Brass 





Fitting Service 
for Gas, Air and Oil Lines 


With Imperial Brass Service Parts 
you can supply practically all 
your customers’ fittings require- 
ments to their complete satisfac- 
tion and at good profits for your 
own organization. 


Imperial parts are designed for 
extra strength. They are care- 
fully machined and finished so 
that no burrs remain to break 
loose and possibly clog up lines 
or interfere with moving parts. 


The replacement business on gas, 
air and oil lines in the industrials 
in your territory alone provides 
you a wide market for profitable 
sales. And there are many other 
opportunities all around you. 


Send at once for our catalog, 
describing the complete Imperial 
Service Parts Line. Ask also for 
the Imperial Fitting Chart—an 
invaluable aid in your sales work. 


Aa 


Imperial also manufac- 
tures the famous IM- 
PERIAL lines of Weld- 
ing and Cutting Equip- 
ment and Paint Spray 
Equipment. 


* 








IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 
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Reputation 
S and Performance 





The handling of orders has been greatly 
expedited by the Ross-Willoughby Com- 
pany, Columbus, Ohio, through the sim- 
ple process of locating the order depart- 
ment in a corner of the office adjoining 
| the warehouse and the insertion of a slid- 





| ing window between the two. Orders re- 
| ceived over the phone by J. B. Ross or 
|O. L. Theads can be immediately filled. 
Drivers calling for pick-ups can have the 
| order made out immediately by stepping 
| to the window from the call counter. It 
| is estimated that this device saves the time 
| of one man. Without a doubt, it speeds | 
up the handling of orders. 


New Salesmen and Lines for 
Persinger Supply Company 

The Persinger Supply Company, 
Williamson, West Virginia, has 
added B. C. Oliver and J. E. Oblin- 
ger to its sales staff. 

New lines now being distributed 
include Standard Electric ranges, 
Servel refrigerators, and E R E line 
material. 


ELECTRIC 
Loti BS 


THOR ELECTRIC TOOLS are the stand- 
ard in thousands of plants throughout the 
country. Their reputation and perform- 
ance provide the necessary combination 
‘ . which will enable you to secure the big 
Engineering and Supply production shop business. And because 
Company of the popular prices, you can also com- 


The Naw cee ia nee pete for your share of the maintenance 
The New Jersey Engineering and | (56) market. 


* * * 


Three Lines for New Jersey 


Supply C ompany, Passaic, has taken Being specialists in screw and nut driv- 

on the distribution of the Refractory | ing. we have developed the most extensive 

i ‘ ‘ me ‘a : i ine of Electric Screw and Nut Drivers 

and Engineering Corporation s line, | available. The advantages of power screw 

» Aleemnstce time . 147 and nut driving in industry are just be- 

the Alemite line, and leather belting canine wid sak te ce weal 
manufactured by Graton and Knight. | bilities in this field are tremendous. 


The THOR Line of Electric Tools is com- 
plete. With it, you can cover all types 
| of industries, efficiently and thoroughly. 
The THOR Agency is profitable and at- 
tractive, and especially now, with better 
business conditions looming on the hori- 
zon, you should cash in on the popularity. 
| performance and widespread use of THOR 
ELECTRIC TOOLS. 


Our Distributors’ proposition is fair and 
|equitable. Let us send you full details 
of it, together with a copy of our new 
Jobbers’ Catalog. 





| 
| 
| 


| INDEPENDENT 

| 

Miles Hapgood of the Berkshire Mill Sup- | PNE U M Al I C TOO L CO. 

| ply Company, Pittsfield, Massachusetts, | 

| confers with Nelson Bauer, district man- 
ager, Pyrene Manufacturing Company. 


604. W. Jackson Blvd 


- CHICAGO: 
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Manufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 

















Gattshall Returns to Republic 
Rubber 

The Republic Rubber Company, 

Youngstown, Ohio, has announced 

the return to that company of R. M. 

(;attshall, after an absence of 22 





R. M. Gattshall 


months, during which time he served 
the Joint Merchandising Committee 
of the Mill Supply Business in the 
capacity of Executive Manager. He 
will be manager of distributor sales. 

Mr. Gattshall, as advertising man- 
ager of Republic, was the leader in 
building up Republic’s distributor 
sales policy and a persistent advocate 
of the principles of distributor co- 
operation promulgated by the Joint 
Merchandising Committee. 

During that Committee’s infancy, 
Gattshall served as chairman of the 
advertising committee. When, after 
the Washington convention, it was 
decided to employ a full time secre- 
tary, the Committee was unanimous 
in its desire that Gattshall assume 
the responsibility. 


JUNE, 1933 


His employer, The Republic Rub- 
ber Company, graciously granted Mr. 
Gattshall a leave of absence in the 
belief that work of this nature would 
be invaluable to the industry as a 
whole. 

His activities as director of the 
Committee’s program are well known, 
not only by members of the Commit- 
tee and subscribers to the movement, 
but by the entire industry. 

As manager of distributor sales, 
Gattshall will bring to Republic not 
only the immensely valuable know]- 
edge of the industry gained through 
his work with the Joint Merchandis- 
ing Committee but also the wealth of 
practical experience in the mechan- 
ical rubber field which he has gained 
in his years of service with that 
company. He will devote his entire 
time and effort to distributors’ prob- 
lems in his new position. 


* Ox 


H. Allen Hall Assistant Sales 
Manager Ferry Cap and Set 
Screw Company 

The newly elected president of the 
erry Cap and Set Screw Company, 
Cleveland, Ohio, H. D. North, has 
appointed H. Allen Hall assistant 
sales manager. 

Mr. Hall is well known to the 
hardware and mill supply trade, hav- 
ing been with the company for the 
past 15 years, calling on jobbers 
throughout the east and middle west. 


2K * * 


Clemson Brothers Celebrate 
Fiftieth Anniversary 

This year marks the fiftieth anni- 
versary of the founding of Clemson 
srothers, Incorporated, Middletown, 
New York. 

George N. Clemson, a pioneer in 
the metal-cutting industry, was, like 
his father, an inventive genius and 
in following this line of endeavor, he 
conceived the idea of developing a 
saw to cut metal. His first shop 
consisted of a room set apart in his 
father’s barn. Previous to his inven- 
tion of the Star hack saw blade, there 


was no set in saw teeth and it was 
necessary to file the teeth after every 
cut of one-inch iron. 

In 1879, the firm of Clemson 
Brothers was organized but was not 
established for doing business until 
1883. Mr. Clemson had by this time 
developed a hack saw that would cut 
through 12 pieces of one-inch iron 
without resharpening. 

Mr. Clemson continued to head his 
company as president until his death 
in 1930. His son, Richard D. Clem- 
son, succeeded him as president at 
that time. 

William FE. Cross, son-in-law of 
the founder, is vice-president in 
charge of sales. Since joining the 
organization in 1916 he has played 
an important part in the sale of Clem- 
son products and has been a staunch 
supporter of jobber distribution. 
He is a past president of the Hack 
Saw Manufacturers’ Association of 
America. 


* * * 
Waddell Appointed by Robbins 
and Myers 
Earl R. Waddell has been ap- 
pointed southern district manager 


for the Hoist and Crane Division, 
Robbins and Myers Sales, Incor- 
porated, Springfield, Ohio. His head- 
quarters will be 1524 Fair Building, 
Fort Worth, Texas. 





One of the four men pictured above are 
to be found at all times ready to answer 
queries about products of The Armstrong 
Brothers Tool Company which are dis- 
played on a revolving stand at A Century 


of Progress. Left to right: Horace 
Armstrong, W. T. Armstrong, A. F. Arbo- 
gast and J. O. Armstrong. 
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Worthington and Gamon Con- 
solidate Meter Interests 

Worthington Pump and Machinery 
Corporation and Gamon Meter Com- 
pany have consolidated their opera- 
tions in the manufacture and sale of 
meters, through the newly organized 
Worthington - Gamon Meter Com- 
pany. Sales headquarters for the 
company have been established at 
Harrison, New Jersey. All manufac- 
turing operations, however, will be 
concentrated in the Gamon_ plant 
nearby, in Newark, New Jersey. 

Officials are as follows: E. T. 
Fishwick, president; G. H. Gleeson, 
vice-president in charge of sales; J. 
\. Bonnet, secretary; R. R. Ander- 
son, works manager. These officials 
will be recognized as having been 
drawn entirely from the Worthing- 
ton and Gamon organization. 

Complete lines of meters, as pre- 
viously built by Worthington and 
Gamon for hot and cold water, bev- 
erages, chemicals, oil and greases in 
disc, turbine, compound and _ piston 
types, will be continued. 

* * * 

W. C. Duff Purchases Republic 
Steel Belt Fastener Department 

The purchase of the belt fastener 
department of The Republic Steel 
Corporation, Upson Nut Division, 
Unionville, Connecticut, by William 
C. Duff, was effected May 1. 

The business will be carried on 
under the name of The Standard Belt 
Fastener Company and will continue 


under the same management on 
manufacturing and sales as hereto- 
fore. 

Mr. Duff is the inventor of the 
“Self Aligning” belt fasteners which 
The Republic Steel Corporation has 
manufactured. 

>. * 


George O. Watson Promoted by 
American Asphalt 

George O. Watson has been ap- 
pointed director of distribution by 
the American Asphalt Paint Com- 
pany, manufacturers of Valdura 
asphalt preservatives, paints and 
enamels. Mr. Watson has been con- 
nected with this company for the past 
nine years. He was formerly sales 
manager and during the past three 
years has been eastern manager, with 
headquarters at the New York of- 
fices of the company. He was suc- 
ceeded as sales manager by C. F. 
Keuper, who continues in that po- 
sition. 

a 


Goodrich Reinstates Bock Brand 
Brewers’ Hose 

Following passage of the National 
law legalizing beer, The B. I. Good- 
rich Rubber Company has reinstated 
3ock Brand brewers’ hose in its line. 
The same brand with the goat’s head 
in the center, which was used for 


many years, will be again used. 


Stocks have been built up in %4, 1, 
1% and 1'%-inch, four-ply and in 
1% and 2-inch, five-ply hose. 





Thomas Thomas, representative of the Cleveland Twist Drill Company, extreme right, 

tells his story to a group from the Kirkby Machinery and Supply Company, Toledo, 

Ohio. Seated are A. J. Kuhr, purchasing agent, and J. A. Kirkby, president, while 

Harry B. Strong, salesman, is standing behind Mr. Kuhr and Fritz Kirkby behind 
his father. 
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Manhattan Rubber Appoints 
Seattle Distributor 

The Seattle Belting and Supply 
Company, Seattle, Washington, is 
now an authorized distributor of the 
Condor line of mechanical rubber 
goods. A complete line, consisting 
of belting, hose, rubber matting, rub- 
ber tubing, packing, brake blocks, 
rubber covered rolls, moulded goods, 
gaskets and sundries will be carried 
in stock. 

*K * * 


W. W. Sly Appoints Wolf 
Sales Engineer 

The W. W. Sly Manufacturing 
Company, Cleveland, manufacturers 
of sand blast machinery and foundry 
equipment, has appointed Fred E. 
Wolf as its sales engineer in the 
Pittsburgh district. 

Mr. Wolf has had 17 years’ ex- 
perience in the engineering of blast 
cleaning equipment and positive dust 


collection. 
* * * 


Bulletin on Centrifugal Pump 

An 11-page illustrated booklet, is- 
sued by The Deming Company, 
Salem, Ohio, describes fully the de 
tails of construction and operation of 
Deming-Mueller single stage, side 
suction centrifugal pumps of the two 
ball bearing type. 

* * * 


Republic Steel Buffalo Office 
Moved 

Effective May 20, 1933, the Buffalo 
district sales office of Republic Steel 
Corporation was moved to 475 Ab- 
bott Road, Buffalo, New York, ac- 
cording to an announcement by N. J. 
Clarke, vice-president in charge of 
sales. 

Thomas B. Davis, district sales 
manager, and his present staff will 
continue in charge at the new loca- 


tion. 
xk * * 


Schols Tool and Machine Acquires 
Rearwin Patents 

Schols Tool and Machine Com- 
pany, Grand Rapids, Michigan, has 
acquired by purchase from the estate 
of W. D. Rearwin, all patents, pat- 
terns, machines, and parts of the 
Rearwin patented sawing and filing 
machines and will continue their 
manufacture, according to an an- 
nouncement by Henry Schols, pro- 
prietor of the company. 
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The gentleman on the left is Charles H. 
Coe, who has been contacting distributors 
for over 30 years, the last 23 of which 
have been spent with the Greenfield Tap 
and Die Corporation. Mr. Coe, eastern 
district manager, is pictured with Nelson 
Sherburne, Jr., New York office manager. 


Goodrich Officers Renamed 

James D. ‘Tew was re-elected pres- 
ident of The B. F. Goodrich Com- 
pany at the annual meeting of the 
board of directors in New York City 
May 3. J. J. Newman was elected 
vice-president. Mr. Newman _ has 
been an assistant to the president 
since last April. 

The board meeting 
annual meeting of stockholders at 
which Charles C. McCain, George 
M. Moffett, R. S. Rauch, J. D. Tew, 
W. D. Ticknor and T. B. Tomkin- 
son were re-elected directors. 

The entire executive roster of the 
company was renamed by the direc- 
tors at their meeting. Those re- 
elected, in addition to Mr. Tew, are: 
David M. Goodrich, chairman of the 
board; C. B. Raymond, vice-presi- 
dent; W. A. Means, vice-president ; 
S. B. Robertson, vice-president and 
general manager, tire division; J. H. 
Connors, vice-president and general 
manager, mechanical division; T. G. 
Graham, vice-president; B. F. Stauf- 
fer, general manager, sundries divi- 
sion; S. M. Jett, secretary; V. I. 
Montenyohl, treasurer; T. B. Tom- 
kinson, comptroller; A. D. Moss, di- 
rector of purchases; J. L. McKnight 
and W. D. Eakin, assistant secre- 
taries; L. L. Smith, assistant treas- 
urer; W. M. Bechler and H. V. 
Gaertner, assistant comptrollers. 

* * * 


followed the 


New York Belting Appoints 
Seattle Distributor 
Rossman Industrial Supply Com- 
pany, Seattle, Washington, was re- 
cently appointed distributor for the 
complete line of mechanical rubber 
goods manufactured by the New York 
Belting and Packing Company. 


Before Work-—- 


TOOLS 





there must be tools 


ARMSTRONG TOOL HOLDERS to 
make dies and jigs; Wrenches for machines 
and assembly; Pipe Tools before pumps 


can be started or pipe flow. 


| With any return of industrial activity, first 
| orders are for materials (and steel pro- 


duction has increased at this writing to 
almost four times the production of a few 
months ago). Then come tools. Are you 
ready to handle a tool business three or 


| four times as great—almost over night? 
| After so much “depression” those starting 


are impatient to go, are going to take their 


| tool business to the man who is ready to 


| supply them. 


With this thing gaining it 
would seem the time to fill up your stock. 
Threatened inflation points that way too. 


| Certainly things are not going to be 


| 


cheaper. 


With ARMSTRONG TOOL HOLDERS 
used in over 96% of the plants and shops, 
any increase in activity is sure to mean 
Tool Holder sales. You’ve been crying 


for “a market.” 

Here it is forecast 

ARMSTRONG for you in_ steel 
Tool Holders sales. Be ready 
Lathe Dogs to meet it with 

“C” Clamps ARMSTRONG 


High Speed Steel Bits 
Armide Cutters 


TOOLS. Remem- 


ber, you can never 


Drop Forged Wrenches get stuck on an 
Ratchet Drills ARMSTRONG 
Machine Shop Specialty [| ine. 





< &® 


8 
ARMSTRONG 
TOOLS from your 

Supply House “ 


Send for Catalog B-27 


ARUSTING BROS. APM STRONG BROS. TOOL CO. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 


Pipe Wrenches and Tongs 905 N. Francisco Ave., 





“The Tool Holder People’’ 


CHICAGO, U. S. A. 
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Two Outstanding Lines 


Grinding Wheel Dressers and Cutters 





Increase your sales by selling a dresser 


for the Distributor 


Made by a Company that has the 
Distributor’s Interest at Heart 


DESMOND 


The Desmond Hex Dresser 


SIMPLEX 


Vises — with the Steel Slide Feature 





and cutters with every grinding wheel All of your customers have vises | 


you sell. We manufacture the proper 
dresser for every wheel that your cus- 
tomer may be using and will be glad to 
advise you the most suitable dresser for 
each wheel. 

For over 25 years we have been manu- 
facturing the only 
dressers and cutters on the market and The exclusive steel 


are recognized as headquarters for these 
tools, 


that have lost their grip and 


and efficiency. 


complete line of cast iron slides. 


slide 
costs you no more and gives 
excellent sales point. 





We not only sell through the distributor. We render 
him noteworthy sales help. ye allow him a fine margin 
of profit You are invited to write for our sales plan 
and new catalog sheets on our dressers, cutters and vises. 


The Desmond-Stephan Mfg. Co. 














should 


be replaced now for the sake of safety | 


Sell them the Simplex Steel Slide | 
Vise which is stronger and more serv- | 
iceable than ordinary vises made with | 

| 


feature 
you an | 





URBANA, OHIO 


=> “a <a 


NO BUSHINGS, EASY CENTERING 
With This New “TOLEDO” SUPERTHREADER 


A remarkable 1” to 2” ratchet threading tool—this new “TOLEDO” 
No. IBR Superthreader. No bushings are required but three 
broad-faced chuck jaws, controlled by large wing-head thumb 
screws and graduated guide bars, make this tool extremely easy to 
accurately center on the pipe. 


Like the popular “TOLEDO” No. 1A uses a separate set of dies 
for each size of pipe. Adjustable for cutting over or undersize as 
well as standard threads, and assures smooth, perfectly tapered 
threads at all times. 


It is the ideal 1” to 2” ratchet threading tool. If not already 
acquainted with this new “TOLEDO” Superthreader, let us send 
you complete information. 


THE TOLEDO PIPE THREADING MACHINE Co. 
TOLEDO, OHIO - NEW YORK OFFICE, 72 LAFAYETTE ST. 





et 39 
TOLEDO 
TR oe STEED 
YOU CAN DEPEND ON TO LEAD THE WAY 











| 
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Flexible Steel Lacing President 
Issues Encouraging Report 

H. J. Beach, president, Flexible 
Steel Lacing Company, Chicago, re- 
cently released the following state- 
ment: “We are most pleased to state 
that all things considered, the business 
of the Flexible Steel Lacing Com- 
pany in the United States on Alli- 
gator steel belt lacing is extremely 
satisfactory for the first four months 
in 1933. Foreign business has been 
much stronger than last year and the 
immediate future appears to hold 
good prospects for a large increase 
in both our domestic and 
sales.” 


foreign 





Tom Hyde, vice-president, Henry G. 

Thompson and Son Company, is snapped 

with Andy Diehm of the Franklin Hard- 
ware Company of New York City. 


Grinding and Polishing of Monel 
Metal Described 

A bulletin, TS-5, issued by the In- 
ternational Nickel Company, Incor- 
porated, 67 Wall Street, New York 
City, describes fully the proper 
methods to use in grinding, polish- 
ing and buffing Monel metal and pure 
nickel. Complete data is given on 
wheels and surface speeds. 

mK * * 
Jaeger Machine Catalog or Truck 
Mixers 

A 32 page illustrated catalog which 
describes the truck mixers, agitators, 
transfer loaders and concrete spread- 
ers manufactured by the Jaeger Ma- 
chine Company, Columbus, Ohio, is 
made up on 11x 16% inch pages. 
Full descriptions are given together 
with performance records. 
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Unusual Exhibit by Crane Com- 


pany at A Century of Progress 


Exposition 

The great importance of valves, 
fittings and pipe is the theme 
of Crane Company’s industrial ex- 
hibit in the Electrical Building at the 
Century of Progress International 
Exposition. In order to impress the 
spectator with this importance, a 
large mural painting is on display 
which depicts the major industries. 
Sound equipment is used in connec- 
tion with this painting and when the 
voice coming through the loud 
speaker refers to a certain field, the 
section of the painting which repre- 
sents that industry is lighted up. For 
example, the speaker, in referring to 
transportation mentions railroads and 
when he does a light emphasizes a 
locomotive which is part of the paint- 
ing. Reference is made to the oil 
fields and a light is thrown upon an 
oil well. This synchronization is 
carried out long enough to empha- 
size the necessity of valves and fit- 
tings to these industries: transporta- 
tion, (railroads, ships, air-craft, au- 
tomobiles) ; manufacturing (textile, 
food, paper, building material, rub- 
ber, chemical, wood products, brew- 
eries); natural resources (oil and 
gas, water and water works, mining, 
agriculture); power _ production 
(steam, electric). 

Progress, made during the past 
century by the manufacturing indus- 
tries as a whole, is indicated by a 
supplementary exhibit. Attention is 
called to the fact that valves and fit- 
tings were made only of brass or 
iron a hundred years ago, while to- 
day’s demands require the use of 44 
metals and alloys. It is also brought 
out that while pressures as high as 
6,000 pounds can be controlled to- 
day, a century ago 50 pounds pres- 
sure was considered extremely high. 
Progress made by Crane Company 
during 78 years of the past century 
is shown by a display which con- 
trasts the original small shop with 
the present world-wide organization. 


* * * 


Bulletin on Abrasive Bands 

The Abrasive Engineering and 
Sales Corporation, a division of The 
Cleveland Container Company, Cleve- 
land, Ohio, has issued a_ bulletin, 
A-100, illustrating and describing its 
line of abrasive bands and expand- 
ing polishing wheels. 


‘““HALLOWELL’”’ 
FOLDING TABLE 


Has a Very Wide Market 
Costs Little To Stock 
Is Easy To Sell 




















On the Right: 
General view of 
the “Hallowell” 
Folding Table. 


**Hallewell’’ Folding Table 


Hotels, Fairs, 
Bazars, Hot 
Dog Stands, 
Churches, De- 
partment 
Stores, Cater- 
ers, Lodges, 
Picknickers, 
Tourists’ 
Camps, Institu- 
tions of all 
kinds— 

and a host of others 
need tables, which 
when not in use, 
can easily and 
quickly be gotten 
out of the way and 
stored in the smal- 
lest possible space 
or—the “Hallow- 
well’? Folding 
Table. 





PAT. APPLIED FOR 
‘“‘Hallewell’’ Folding Table being put up 


The Top is made of 5-ply laminated wood, so it won’t warp, and finished 
very attractively in Walnut. 


The Tubular Legs of Steel are tipped with suitable glides and hinged to the 
underside of the top and braced, as shown. ‘ 


The putting up of the “Hallowell” is simplicity itself. The legs are pushed 
out, as shown, and prevented from folding under by hinged braces having 
safety catches, so they won’t double up. 


The strong, yet light Steel Apron, which supports the top so well that ten men 
can stand on it, is clearly shown. 

Stock Sizes— 
Lengths: 4 ft.,6 ft. 
and 8 ft.; Widths: 
30”; Heights: 29” 
—all lengths. 


When folded the 
“Hallowell” Table 


is about 2%,” 


STANDARD PRESSED STEEL CO. Ef 














BRANCHES BRANCHES 


BOSTON JENKINTOWN, PENNA. sew vor 
CHICAGO SAN FRANCISCO 
DETROIT sT.LouIs 


BOX 519 
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| Welding Courses Prove Popular 
Completion of the recent one week 
condensed welding course given in 
Cleveland by the John Huntington 
Polytechnic Institute and The Lin- 
coln Electric Company was marked 
by the largest attendance of any of 
the four similar courses given dur- 
ing the winter. Included in the reg- 
| istration were men from Germany, 
Japan and Sweden as well as from 
| ten different states. The success of 
| these one week courses in designing 
| for welding has led to the decision i‘ 
| to repeat the courses in the fall, ac- 
| cording to A. F. Davis, vice-presi- 
| dent of The Lincoln Electric Com- . 
pany. RE-TOOL RE-EQUIP 
“Meanwhile our own welding | 
school will continue to operate full | 
time,” said Mr. Davis. “Due to 
many recent developments in weld- 
ing and to the fact that not a few 






























“A Sure Thing!” 





Put your sales 


effort behind 


THE NEW 


BADGER 
CAR MOVER 


HE NEW BADGER 
has won its spurs 
among industrials of 


every size and type. Its 
leadership, its power, speed 





—two present day re- 
quirements which mean 
more business for Brown 


& Sharpe Dealers. Pro- 


: Tale duction executives know 
. manufacturers are using this slack x 
and economy are steadily a a aie aie, ali the dependable quality of 
bringing in new converts. period to train cey men, we believe id Mt Cian Wail 
Take advantage now of | that the school is filling a pressing : P : h 

the rapidly growing recog- | need.” ; and Equipment is bs at 
nition by industrial buyers The Lincoln welding school not they need for uninter- 
of the distributor's eco- | only trains operators but provides a rupted, profitable pro- 
nomic importance. Push | background course for foremen, su- duction. 
hard on such items as The perintendents, engineers and others 
New Badger — accepted who desire to learn the practical side Brown & Sharpe Mfg: 
by industry and sold | of arc welding and to familiarize Co., Providence, R. L., 
through distributors. themselves with operators’ problems. U. S. A. 


lf you are 
not at present 
handling THE 
NEW BADG- 
ER or its run- 
ning mate — 
THE AD- 
VANCE 
SAFETY CAR 
WRENCH — 
write immedi- 
ately for our 
profitable dis- 
tributor prop- 
osition. 



















ft DEOUSTRY 

an eT 

“WE PROTECT 19 . ) 
THE DEALER” 








| George Quinn, representative of the Key- | 
stone Lubricating Company, suggests some | 
| new window display ideas to T. D. Sidley, | 
store manager of the Syracuse Supply | —_ _——___._ aa” 
| Company, Syracuse, New York. 





Advance Car 
Mover Co. 





Folde- on Toncan Iron (BS 


APPLETON The Republic Steel Corporation, 
WISCONSIN Youngstown, Ohio, has issued an | Brown & Sharpe 
eat illustrated booklet outlining the prop- 
« i erties and uses of Toncan iron. | Tools 
anadian Advance let is called “ ies 2 
Car Mover Co., Welland, Ontario, Canada —s d “Properties of Ton "“World’s Standard of Accuracy” 
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Simplified Practice on Milling 
Cutters 

A proposed revision of simplified 
practice recommendation R36 cov- 
ering milling cutters, has just been | 
mailed to all interests in the indus- 
try for their consideration and writ- 
ten approval by the division of sim- 
plified practice of the Bureau of 
Standards. 

The revised recommendation, 
which was drafted by the industry’s 
standing committee, effects a reduc- 
tion in the number of stock sizes and 
varieties of milling cutters shown in | 
the previous schedule. It will be- | 
come effective one month after the 
Department’s formal letter announc- 
ing that this schedule has received 
the required degree of acceptance. | 


These miniature oxy-acetylene welding and | 
cutting outfits form a part of the exhibit 
of the Union Carbide and Carbon Cor- 
poration at A Century of Progress. They | 
will be located near the welding area, a 
sunken stage on which visitors may observe 
demonstrations of the latest applications 
of oxy-acetylene welding and cutting. 








New Atlas Press Catalog 

A new 12-page illustrated catalog 
in color, describing the Atlas 9-inch 
screw-cutting lathe, has been issued 
by the Atlas Press Company, Kala- 
mazoo, Michigan. 

. = « 
Correction 

The April issue of Mitt SuppLies 
carried the description of a three- 
speed hand winch manufactured by 
the Union Machinery Company of 
Portland, Oregon. The manufactur- 
er’s name should have been the 
United Machinery Company, Port- 
land, Oregon. 























THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION 


Philadelphia, Pa., U. S. A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, 
Electric Hoists and Trolleys 


Check up 


on your stock of 


VAL CHAIN 


HOISTS 


Increased activity is evident in many indus- 
tries. Plants are modernizing—new equip- 
ment is being purchased—volume is growing 
and ways are sought to show a profit on 
small operating margin by means of cost 
reduction. 


We are not unduly optimistic—but we do 
believe that this is a good time to double 
your sales effort and cash in on the increased 
receptivity of industry to any equipment that 
will increase efficiency and cut costs. 


Check up on your present stock of Yale 
Hoists and Parts . . . make sure that you are 
prepared to give your customers the prompt, 
confidence-building service that they are ac- 
customed to receive from Yale distributors. 
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AND THERE’S MORE TO COME! 


YOU no doubt read the fol- | 


lowing statement in our advertisement in May | 


MILL SUPPLIES—addressed to 10,000 indus- 
trial buyers: 


"Our success has been entirely due to 
our fine distributor organization, plus the 
efficient and economical performance of 
‘CAPITAL RED CAP’ BRUSHES AND 
BROOMS." 


ARID 


TDYAIM / 
IED KG Ning 

We meant exactly what we said. Furthermore, we 
are confident that this llent 
to produce the finest returns we have had in many 
a day—and that in the immediate present. 








CAPITAL 
“RED CAP” 


Brushes and Brooms 


With improving conditions and the new impetus 
given to the "Buy It From the Distributor’ movement, 





bination is going | 


you can secure quick results with a line the caliber | 


of CAPITAL—if you will go after the business now. 





and Brooms, ask for complete facts on our long estab- 
lished, square deal distributor policy. 


INDIANAPOLIS BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


126 Brush Street Indianapolis, Indiana 
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"ACTIVE MARKETS’ 


FOR 


SAFETY BELT HOOKS 


THE HOOKS WITH THE STEEL BINDER BARS— 





Distributors’ salesmen will find imme- 
diate prospects today—almost every- 
where belts are in use. 


Check what your customers are doing 
with their belting under present condi- 
tions—how they are shifting it about, 
repairing it, ete. Then you will see— 
clearly—your opportunities with the 


outstanding SAFETY LINE. 


SAFETY BELT-LACER COMPANY 


SAFETY BELT HOOKS provide the 
finest service at lowest ultimate cost. 
They perform ideally with all types of 
belting—rubber, leather, fabric, ba- 
lata, ete. 


The Steel Binder Bar makes every strip 
of hooks a unit—insures uniform pull, 
prevents waste. This feature will ap- 
peal immediately to your customers. 


The profit margin will interest you. 


TOLEDO, OHIO 


bbb bbb bet 
SPREASEBPADALELAYS 








If you do not at present handle CAPITAL Brushes | 





General Machinery Company 
Handling New Lines 

General Machinery Company, Spo- 
kane, Washington, is distributing 
| products of the Utility Trailer Com- 
pany, Los Angeles and St. Paul hy- 
| draulic hoists. 

A new salesman, Harry Mitchell, 
has been employed to specialize on 
the above lines. 

* * * 


C. S. Mersick Distribute Abrasive 
Grinding Wheels 

C. S. Mersick and Company, New 
Haven, Connecticut, has been ap- 
pointed distributor in the state of 
Connecticut for the line of grinding 
wheels and abrasives manufactured 
by The Abrasive Company, division 
| of Simonds Saw and Steel Company. 

.. © 


Providence Distributor Handling 
Manhattan Belts 

The Manhattan Rubber 
facturing Division of Raybestos- 
Manhattan, Incorporated, has ap- 
pointed The Machine Parts Corpora- 
tion, Providence, Rhode Island, as its 


Manu- 


| distributor of compensated belts and 


Condor V-belts in the state of Rhode 
Island. 
* * x 


Industrial Advertisers Plan Big 
Chicago Convention 

Sales and advertising executives in 
all fields of industrial marketing will 
| be interested in plans for the eleventh 
annual convention of the National 
Industrial Advertisers’ Association in 
Peg in June. With headquarters 
at the Medinah Athletic Club the 
| oianieds will cover three days, 
June 26 to 28, and will include an 
extensive exhibit of successful indus- 
trial advertising on many products. 
Industrial executives in all fields are 


| invited to attend the conference and 


| exhibition 


regardless of whether 
their organizations are members of 
the association. 

How advertising is meeting pres- 
ent day problems is to be the theme 
of the conference. Outstanding lead- 


| ers in the industrial field will discuss 


| day 


- many phases of industrial sales work. 


Bennett Chapple, vice - president, 
American Rolling Mills Company, in 
an address, “What I Have Learned 
About Advertising During the De- 
pression,” will present many prac- 
tical suggestions relating to present 
sales operations. William L. 
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Rickard, president of Rickard and | 


Company, will present the viewpoints 
of the oldest, and one of the largest, 
industrial advertising agencies, on the 
problem of marketing industrial prod- 
ucts. Arthur C. Nielsen, president 
of A. C. Nielsen Company, who have 
completed many successful market 
surveys for a number of the country’s 
largest firms, will present an illus- 
trated discussion of the principal fea- 
tures of market research. In addition 
to the general addresses there will be 
clinical sessions at which publication 
advertising, direct mail, house organs, 
visual presentations for salesmen, and 
similar subjects, will be analyzed 
from a practical standpoint by means 
of specimen material. 


* * * 


Smith-Courtney Distributing 
Coffing Hoists 

Smith-Courtney Company, Rich- 
mond, Virginia, is distributing the 
line of hoists manufactured by the 
Coffing Hoist Company. 

Business outlook, according to 
Alvin Smith, president, is consider- 
ably better from a volume stand- 


point. 
x * * 


Amthor Circular on Tachometer 

Circular 106, issued by the Amthor 
Testing Instrument Company, Brook- 
lyn, New York, describes a new auto- 
matic, fixed-reading tachometer for 
speed measurement of revolving 
equipment such as motors, pulley 
shafts and belt surfaces. 

x * x 


Salesman Seeking Connection 

William Leitner, 3317 West Jack- 
son Boulevard, Chicago, a salesman 
with over 20 years’ experience in 
the industrial supply field, is seeking 
a sales connection. He has traveled 
Wisconsin, Chicago and part of Il- 
linois, specializing on industrial sup- 
plies, machine tools, transmission 
equipment and mechanical rubber 


goods. 
x * * 


Salesman Available 
O. N. Brown, with 10 years’ ex- 
perience in mill and plumbing sup- 


ply sales, costing, billing and claims, | 


is seeking a connection. He is a 
high school graduate and is avail- 
able immediately. Can be reached at 
1136 Rarnmers Avenue, Louisville, 
Kentucky. 
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stability 
in your sources 
of supply and your 





business friendships 


“REFLATION”” movements are affecting markets; 
reversing recent positions in buyer-seller relations. 
Depleted stocks, demoralized service, price insta- 
bility puts buyers at disadvantage. Renewed demand, 
in many quarters, must be met with factory facilities eaten 
by obsolescence. These facts portend embarassment to the 
Jobber who lacks well-laid connections with stable supply- 
sources. . . The Allen Company is bed-rocked in the position 
/ of a dependable producer equipped and determined to care for its 
customers, to their personal and competitive advantage. » » 


THE ALLEN Mrc. COMPANY 


HARTFORD, CONN. WU. S$.A. 
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These Distributors 
Are Satisfied 


ISTRIBUTORS who have recognized the 
D merit of Rockford Screws, Bolts and Nuts, 

and taken on this exceptional line are en- 
joying remarkable success in marketing it. We 
are in a position to — with you, too, 
on your requirements for both stock goods and 
special screw work. Our terms will appeal to you. 
Send for our illustrated catalog and all the facts. Your opportunities for 
sales are increasing daily. 
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BOLTS SCREWS, LAG 
Connecting Rod 
Derdelet Thread SCREWS, MACHINE 
Brass, Steel 
cg let, Rowand, Oval 
“ Sait Poe snd Fillister Head 
am 
Coarse and Fine 


SCREWS, SET 
Headless 
Square Head 


Thread Castle Nuts 


SCREWS, CAP 
Hexagon Head 





Coarse and Fine SCREWS, WOOD 
Thread Brass and Steel 

Fillister Head 

Flat Head SPECIAL WORK 


ROCKFORD SCREW PRODUCTS CO. 


Railroad Ave. at Ninth St. Rockford, Ill. 




















Coffing Hoists 


— products of necessity— 


Are loosening the purse 
strings of industry 





1 e== 
The New Electric Coffing 
. Hoists. Capacities: ‘4, 
“> "2, | and 2 tons. Weights: 
75 to 85 Ibs. 


2 
Model A—*4 ton; Weight: 
14 Ibs., and Model F— 





i'2 ton; Weight: 25 Ibs. 



































3 
Our New Model F-T— 
: Capacity: 3 tons; Weight: 
No. 1 34 Ibs. 
| 
To tell a long story in a few 4 
words: Coffing products are i 
A Model Z—Capacity: 6 
answering very definitely the tons; Weight: 6S Ibs. No. 2 No. 3 No. 4 


modern need for better hoists, 
with greater pull, less weight 
and small space consumption. 
of leading distributors—becoming familiar 
with the remarkable features of Coffing 
Hoists and witnessing their ready accept- 
ance by industrials in their territories— 
have recently taken on this great line and 
are pushing its sale aggressively and suc- 
cessfully. 


The same opportunity is open to many 
other distributors. We invite you to write 
Let us tell you how we will 


A number 


for all facts. 
cooperate with you in your selling efforts. 
Let us point out how you can make real 
profits with Coffing in 1933. 


313 E. Van Buren St. COFFING HOIST COMPANY Danville, ii. 











Hercules Expands in Spite of 
Depression 

In August, 1929, The Hercules 
Equipment and Rubber Company, 
expanded by moving into its present 
location at 11 Mission street, San 
Francisco, where it increased its op- 
erations to meet an ever growing 
demand. ‘Today it has again com- 
pleted an expansion program, taking 
in the property on the corner of Mis- 
sion and Steuart streets. This added 
space justified a completely rear- 
ranged floor plan, affording a better 
arrangement and segregation of stock 
and a vastly improved shipping room. 

Undaunted courage, born of con- 
fidence, was necessary for such a 


step during these times—but of this, 
Monroe Paulsen, the genial proprie- 
tor of this institution, has plenty. 





Monroe Paulsen 
He realized that his class of trade 
demanded “service.” His business 
had been built on service and he 
must put his house in order to main- 
tain his position. 

This company distributes the well 
known mechanical rubber goods line 
of The Diamond Rubber Company, 
and Goodall’s semi-metallic hose and 
Boss couplings. It has been stated 
authoritatively that his is the largest 
individual stock of hose west of Chi- 
Mr. Paulsen has always spe- 
cialized on couplings and hose fit- 


cago, 





tings. His stock is complete and he 
is well equipped to apply all types 
of connections quickly. 
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1. 
Full 
hook-jaw 
won’t bend or 


break. 
2. 


Handy accurate 
pipe scale on 
jaw. 


3. 


Guaranteed 
un breakable 
housing. 


Easily replace- 
able heel jaw. 


Instant grip and 
let-gzo — no slip- 
ping, no locking 
on pipe. 

6. 
Adjusting nut 
that spins freely 
in open housing. 


Double strength 
I-beam handle. 
comfortable grip. 


8. 


Handy hang-up hold in 
handle. 


HESE 8 reasons 

won pipe 
wrench users to 
RIFkkID some 
years ago. The same 
reasons hold them 
today. When yousell 
RIZID you give 
your customers the 
utmost in wrench 
value—and what 
they want. 


pL 9.0N3d ‘ivd NYVW ye I ed B0VveL 


ee 
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THE RIDGE 
TOOL CO. 


Elyria, Ohio 
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Sell the 
RikaiIb 
Pipe Cutter 
Sell the RIRID 
Pipe Cutter with the 
thin blue tool steel 


blade—300% more 
cuts, clean, burrless. 


Rikatb 


PIPE TOOLS 


floating 
that | 





Per , ; 
| fair dealing and fixed standards of 





For the contractors’ accommoda- 
tion, a complete line of rubber boots 
is featured, built for this exacting 
service. 

An enlarged organization enables 
this distributor to supply all types of 


| “Everything tn Rebter 
Tb acccear: eeac Boe 


~~ ~ mae A 
om ae 





industry—imarine, canners and pack- 
ers, oil and gas, public utilities, serv- 
ice stations, contractors, sand, rock 
and gravel plants, saw mills, mining | 
and milling, and railroads. 

A fleet of trucks completes the | 
picture and contributes in a big way | 
Mr. Paulsen | 
has demonstrated his confidence in 
California’s industrial progress. He 
has prepared to do a bigger and bet- 
ter job, and has won his way by 


to his service policy. 


merchandise. 
+ * @ 


New Salesmen and Lines for 
Chandler Boyd 
Fred Fox and T. J. McGill, two 
new salesmen, are specializing on the 
sale of Hygrade lamps for the Chan- 
dler Boyd Supply Company, Pitts- 


| burgh. 





The above company is now dis- 
tributing “Stic-Tite” refractory and 
insulating cements manufactured by 
the Refractory and _ Engineering 
Corporation. 

* * 


Southern Association’s 
Convention 
(Continued from page 7) 
of that industry and the Southern 
will endeavor to make its roster as 
nearly as possible 100%. 

The Association operated within its 
budget last year and has a small bal- 
ance on hand. After some discussion 
as to dues for the coming year, it was 
decided unanimously that they be kept 
at $75.00. 

 . 


Legislative Committee 
ITH 


the new interpretation 


which is being put on the anti- | 


"| HACK SAW BLADE 
'that cuts without 








scraping, scratching 
and spoiling work 
with false strokes. 


The MILFORD DUPLEX 
starts the cut on the exact 
mark—will not slip off the cutting line. 
Cuts perfectly at any angle. Fine teeth 
on forward end (patented) take hold 
on the first stroke. Saves the blade 
from ripped out teeth — saves time — 
saves stock. A great improvement over 
the old fashioned blade at no extra price. 


Order from your jobber. 








Fine Teeth Cut Like 


Auger Bit 


Start Feed Screw of 


ett 
Y 


Teeth Spot Cut at Exact Mark-—Will 
Not Slip Off Cutting Line 








= 


‘ine 


SEVEN OUTSTANDING FEATURES: 

1. Starts cut at any 
angle. 

. Teeth will not catch 5, 
in corners. 

3. Starts quickly with 6. Will not slip off 
a full cutting stroke. cutting line. 

7. Distributes wear full length of blade. 


4. Reduces cutting 
time. 


~ 


No scraping to be- 
gin cuf. 





—Frrrrr RELL 


MILFORD 
DUPLEX 


ATENTEOD USA 
Tungsten Alloy & High Speed Steel 
Also MILFLEX DUPLEX 


The HENRY G. THOMPSON & SON CO. 


Est. 1876 New Haven, Conn. 
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The “EVERHOT” 


All-Purpose Utility Tool 
Ten Tools in One 
for 
1000 Uses 
with 









The New 
Improved 
1933 EVER- 
HOT is a won- 
der of modern 
science — a com- 
bined soldering iron 
and blow torch, built 
into a handy, compact | 
single unit, with many 
new features that make 
it an indispensable tool 
for thousands of users. 
It has ten interchange- 
able attachments for 
melting lead, pouring 
babbitt and solder, 
heating surfaces, thaw- 
ing pipes and radia- 
tors, burning and scrap- | 
ing off paint in one | 
operation, doing body 
and fender work, tem- 
pering tools, dipping 
wires, sweating and 
soldering connections— 
and many other jobs. 
Large and small indus- 
trial plants, mechan- 
ics, garage men, elec- 
tricians, engineers, 
painters, tinners, plum- 
bers, home and auto- 
mobile owners — to 
mention just a few — 
will accept this eco- 
nomical utility tool in 
a way that will delight 
the distributor who de- 
mands RESULTS. 


EVERHOT MANUFACTURING CO. 


“EVERHOT” Since 1921 MAYWOOD, ILL. 


Hundreds 
of 
Markets 


for 


Every 
Distribu- 


tor 


Write today 
for details of 
our profitable 
sales plan for 
mill supply 
houses. 














EDGE HACK 
SAW BLADES AND 
HOLE SAWS 








MARVEL 


High Speed Edge Hack Saw Blades and Hole Saws 
a cutting edge of genuine high speed steel, 
special alloy 
The long cutting 


have 
welded to a back or body of tough, 
steel. They will not break in use. 
life and the elim- 
ination of break- 
age carries an ir 
resistible appeal 
to the practical 
user. Their ac- 
tual performance 
brings repeat or 
ders. 

The MARVEL 
line is proving 
more and more a 
profitable one for 
the distributor. 
Write us today 
for full details. 





ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
CHICAGO, U. S. A. | 


353 N. Francisco Ave. 



















trust laws by the Federal authorities, 
it appears likely that closer coopera- 


| tion between manufacturers and dis- 


tributors will be permitted than was 
heretofore possible. 
Looking ahead to developments 


along this line, the Southern Associa- | 


tion set up a Legislative Committee of 
three, headed by Alvin Smith, to meet 
with other groups in Washington as 
the occasion arises. 

The expenses of this Committee are 
to be met by a fund created by a spe- 


| cial assessment of $25 which was 


authorized by the Association. If 
more money is needed, the Associa- 
tion authorized an additional $25 


assessment. 


* %* * 


Triple Convention 


H VEN though the Southern Asso- 
ciation held its annual conven- 


| tion in Memphis, it will probably be 


represented at the Joint Meeting of 
the American and National Associa- 
tions when and if it is held. 

The Southern Association decided 
that as soon as the other organizations 
had set a date for their convention, it 
would ask its members to vote on the 
advisability of meeting with them. 

If the entire membership did not 
attend in a body, it was expected that 
a committee of the Southern would 
meet with the other Associations. 

x ok * 


Power Transmission Associates 
EORGE WINSHIP spoke 
enthusiastically concerning the 

Power Transmission Associates, an 
organization of power transmission 
manufacturers which is doing good 
work in developing facts concerning 
economical and efficient transmission 
installations. 

This group of manufacturers, Mr. 
Winship pointed out, is promoting 
the idea of group drive and is coop- 
erating very thoroughly with distrib- 
utors. The past two years, Mr. Win- 
ship stated, his company sold more 
belting than it has for a long time and 
the work of this organization of manu- 








Precision Ball and 
Roller Bearings by McGill 


The automotive roller bearing below consists of 
bronze retainer, steel rolls, and an outer raceway 
assembled as a unit and a separable inner _ 
way... These roller bearingsin many places 
supplanting ball bearings and the von bone flexible 
roll type roller bearings. . . McGill bearings are 
extensively where quality and workman- 
with are paramount considerations. .. Consult 
a member of Our Technical Staff. Our expe- 
rience may be valuablein helping you solve your 
bearing problem. Our factoryis ideally equi 
to manufacture any special bearing. Our 
Catalog No. 12 will be mailed you upon cnclhaee 
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MANUFACTURING CO. 
Precision Ball and Roller Bearings 


VALPARAISO INDIANA 
Box No. 669 











BE PREPARED! 


USINESS seems to be definitely on 
the mend. Industrial buyers are 
steadily swinging over to distributors 
as their most economical sup- 
ly source. Make sure your 
fines measure up to 
standards that will 
meet their most ex- 
acting demands. 










facturers has been very helpful in | 


| bringing this about. 


* * * 


Among Those Present at 
Memphis 


HILE the Southern Supply and | 


Machinery Distributors’ Asso- 
ciation didn’t have a lot of time in 


You can’t go wrong with 


ATLAS 
Car Movers and Wrenches 


Attractive sales opportunities are 

still open in many industrial cen- 

ters. Write for complete informa- 
tion today. 


APPLETON 
CAR MOVER COMPANY 


| Appleton Wisconsin 


ar MOVER. 
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which to organize its meeting after it 
had been decided to postpone the triple 


convention until later in the year, the | 


representatives of a good many houses 
were present in Memphis May 19 and 
20. Among those who attended were: 


F. M. Archer, Superior - Sterling 
Company, Bluefield, West Virginia; 
Phil. Pidgeon, Frank Pidgeon, Pid- 
geon-Thomas Iron Company, Mem- 
phis; T. W. Lewis, Lewis Supply 
Company, Memphis; T. C. Guinee, 
Riechman-Crosby Company, Mem- 
phis; J. E. Dilworth, J. E. Dilworth 
Company, Memphis; E. C. Black- 
stone, J. E. Dilworth Company, Mem- 
phis; C. A. Bashford, W. R. Beck- 
with, Knight and Wall Company, 
Tampa; F. C. Bickers, James Supply 
Company, Chattanooga; J. B. Crim- 
mins, Mills and Lupton Supply Com- 
pany, Chattanooga; W. W. French, 
J. M. Bates, Moore-Handley Hard- 
ware Company, Birmingham; F. W. 
Glover, The Textile Mill Supply Com- 
pany, Charlotte, N. C.; A. P. John- 
ston, Geo. C. Black, Southern Supply 
Company, Dallas; P. T. Jones, Co- 
rinth Machinery Company, Corinth, 
Miss.; W. S. Jones, Woodward- 
Wight and Company, New Orleans; 
Mark Lyons, McGowin-Lyons Hard- 
ware and Supply Company, Mobile, 
Ala.; N. J. C. Lester, C. M. McClung 
and Company, Knoxville, Tenn.; W. 
M. Given, The Young and Vann Sup- 
ply Company, Birmingham; J. L. 
Hollis, Hollis and Company, Little 
Rock, Ark.; Thos. S. Inglesby, Caro- 
lina Supply Company, Greenville, 
S. C.; D. A. McCutcheon, Southern 
Supply Company, Jackson, Tenn. ; M. 
G. Murray, Jr., Columbus Iron Works 
Company, Columbus, Ga.; J. L. Pitts, 
Brown-Roberts Hardware and Sup- 
ply Company, Alexandria, La.; D. D. 
Peden, Peden Iron and Steel Com- 
pany, Houston; Alvin M. Smith, 
Smith-Courtney Company, Richmond, 
Va.;R.D. Van Dyke, Industrial Sup- 
plies, Incorporated, Memphis; G. C. 
Weaks, Weaks Supply Company, 
Monroe, La. ; George Winship, Fulton 
Supply Company, Atlanta; N. A. 
Gladding, E. C. Atkins and Company, 
Indianapolis; B. F. Ruether, New 
York Belting and Packing Company, 
New York City; H. H. Richardson, 
Youngstown Sheet and Tube Com- 
pany, St. Louis; J. T. Rothschild, 
Youngstown Sheet and Tube Com- 
pany, Memphis; I. G. Crocker, 
Youngstown Steel Products 














The DART Bronze 





Com- | 


pany, Chicago; Geo. K. Taylor, Jr., | 


The Next Step? 
FOLLOW UP NOW! 


HE pendulum is swinging in your direction—not 

only in the way of long dormant orders that are 
now being put through, but in a fast growing recog- 
nition among industrial buyers of the economical im- 
portance of the distributor. 


Drive aggressively for business while the iron is hot. 
Concentrate on those lines which will enhance your 
reputation with buyers while you build your profits. 

There are exceptional opportunities for the sale of 
Milwaukee Industrial Brushes and Brooms today, and 
the profits are good. If you are not 
now handling this well rounded, super 
quality line, write immediately for com- 
plete information. 

REMEMBER 
QUALITY 
MILWAUKEE 


mane 


“Monobilt” Wire 

Wheel Brush with 

Interchangeable 
Centers 


One of the many fine MILWAUKEE 
Floor Brushes 


MEANS “BRUSH EXCELLENCE’ 


BRUSHES @ BROOMS 
BRISTLE @ FIBRE @ WIRE 
HAND and POWER 
Special Brushes Made to Order 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


2212-2236 North 30th Street 





MILWAUKEE curved back, Solid 
Block Wire Wheel Brush 


MILWAUKEE, WIS. 





FOR 
DISTRIBUTORS 


When you sell a cheap union you cannot 
furnish quality, take chance of dissatis- 
fied customers and make less profit. 


When You Sell a DART UNION 


you guarantee quality and satisfaction, build 
repeat business and make larger profit. 


We give two unions free for any DART UNION 
proven defective through faulty material or 
workmanship. 


to Bronze principle 
is two bronze seats, 
ball joint properly 
ground in, with 
high grade malle- 
able iron pipe ends 
and nut which as- 
sures longer and 
better wear. E. 






TEES—U NIONS—ELLS—SCREW ED—FLANGED 


co. 


- 


M. DART MFG. 


PROVIDENCE, R. I. 


a 
BRONZE-TO-BRONZE 
- 





Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 


Sales Agents: 
The Fairbanks Company, New York 
and at all branches 
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Lline.. 


ee ae 
it possible! 
for you to| 
concentrate | 
sales effort | 


Cap Screws 
Set Screws 

Coupling Bolts | 
Milled Studs | 








The 


Wm. H. Ottemiller Co., | 
York, Pa. 





We also sell Dardelet Thread Screws 





A Word to 
_SALESMEN | 


Most of your custom- 
ers use solder. Some 
for repair work and 
others in large quan- 
tities on production 
work, 


Flux - Solder - Paste 

























satisfy them all, RU- 
BYFLUID Flux has been 
in use for 25 years. 
The acid core solder 
and the paste are more 
recent developments. 


They are popular be- 
cause they are efficient 
and economical. No bet- 
ter soldering materials 
made. Your trade will 


like them. 


Ask your salesmanager | 
to send for samples and | 
try them on your own | 





TIE IN YOUR 
SALES WITH 
THE POPULAR 
DEMAND FOR 
RUBYFLUX 


| Smith, 


|} more 








RUBYFLUID 


THE RUBY CHEMICAL CO. | 


70-76 McDowell St. Columbus, nbus, Ohio| 











Youngstown Steel Products Com- | 
pany, Atlanta, Ga.; E. A. Smith, 
Spang-Chalfant and Company, Mem- | 
phis; Walter E. Stevens, Walworth 
Company, New York City ; T. Gunter 
Walworth Company, Mem- 
phis; R. H. Myers, Simonds Saw and 
Steel Company, New Orleans; J. M. 


Martin, B. R. Wofford, Jenkins 
3rothers, Bridgeport, Conn.; E. B. 


Callahan, W. W. Gurr, R. R. Don- 
nelley and Sons Company, Chicago ; 
A. H. Sommers, Home Rubber Com- 
pany, Trenton, N. J.; H. W. Barclay, 
Mill and Factory, New York City; 
W. E. Cain, Joint Merchandising 
Committee, Pittsburgh ; A. E. Paxton, 
Mill Supplies, Chicago. 


* * * 


Jest Between Us Salesmen 
(Continued from page 26) 
All manufacturers have both leaflets 
and general catalogs. 
lished to sell goods. 
good if kept in the 
the main office. 
to be placed in the hands of buy- 
ers. When I give out a leaflet or 
bulletin while in the field, I always 
make a note for the office to send the 
catalog if the sale is still pending. At 
no time has my printed matter port- 
folio exceeded four pounds in weight 


They do no 
storeroom in 


and that is no great extra burden for | 


any salesman to tote with him. 
There is one more thought I would 
like to get across to the younger 
salesmen which might have escaped 
them and that is thinking ahead of 
the buyer. The “tickler” is excellent 
for recording what the customer has 
bought before, but I also use it for 
jotting down what he might buy or 
should buy that he has not yet 
ordered from me. To do this intelli- 
gently, | must know what each cus- 
tomer makes in his factory or plant 
(if a manufacturer) and also, in 
some way, know the kinds of equip- 
ment he has in operation. Then, if 
a new machine or tool comes out, I 
am in position to suggest it. The suc- 
cessful salesman of the future must 
not only supply the wants of the cus- 
tomer for the things he must have but 
suggest those things that he should 
have to operate his factory or plant 
economically. This is a broad 
subject and my space limit will not 
permit me to dwell upon it in this 
article, but I shall take it up later 
in the series of talks with you. 
Pre-thinking the customer is the 


| secret of successful salesmanship and 


They are pub- | 


They are supposed | 





|men’s homes. 








sect sect SAVINGS 
with 
GENUINE HETTRICK 
Stitched Canvas Belting 


MALABAR 


for conveying and elevating 
and 


HETMACO 


The New Transmission Belt 


Your customers are ready to be 
shown how they can save money in 
belt operation. Genuine Hettrick 
Products provide the means. 


Not only increased sales, but REAL 
PROFITS are in store for distributors 
who push our lines aggressively. In- 
vestigate our products and our sales 
plan as soon as you can. 


£_INDUSTRy 
5 z Fo, 





HETTRICK MFG.CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 2 




















To Distributor Executives: 


|When you have gone through this 
issue of MILL SUPPLIES, ask your- 


self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 


'dresses of the men who should re- 


ceive the Magazine. 


A bill will be 


|sent you later. 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 
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STOP- | 
and INVESTIGATE 


In studying the merits of 
your lines, stop when you 
come to Hack Saw Blades, 
and investigate— 


THE 


BARNES 


Pe een oat 


RED ARROW 
LINE 


Barnes Red Arrow Blades 
form one of those lines which 
will stand on their merits— 
and fit in perfectly with any 
modern profitable distributor 
set-up. Play fair with yourself 
by asking now for all the facts 
about this fine line and the 
distributor plan that backs it. 


W.O. BARNES CO., INC. 


1297-1309 Terminal Ave. 
DETROIT, MICH. 


AND LEADING JOBBERS EVERYWHERE 








Sell Our 10,000 
Size at $165.00 


F.0.B. Columbus 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER... 


2” —3”—4’"—6” SIZES 
Beat competition, make money with 
America’s fastest selling line of compact, 
portable, sure priming centrifugals. Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 
501 Dublin Avenue, Columbus, Ohio 





calls for a lot of study and hard 
work. Of course right now, with all 
sales forces reduced, the salesman | 
does not have much time to do more 
than make his rounds, do two men’s 
work, and keep on the run. But there 
is a new day ahead of us and now is 
a good time to plan our work for the | 
future. Selling is going to be on a 
higher plane in the next few years 
than in the pre-depression days. Also, 
much of our “dead work” can be 
done for us by proper cooperation 
from the office, in advanced mailings, 
following up of our “leads” with real 
sales letters, and through good-will 
house magazines or other contacts. 
The editor tells me that he had 
several letters last month taking ex- 
ception to my remarks about “Alibi 
Al’s”—that the rank and file of mill 
supply salesmen are conscientious, 
hard-working men, not shirkers or 
“alibi-ers.” This is true. But, each 
year there are a flock of young sales- 
men who join the ranks. They have 
to go through the mill the same as | 
have had to do. 


If I can give these 
younger men an idea or two, and 
point out the mistakes I made, I feel 
sure they will take my talks in the 
spirit in which they are given. 

After almost 30 years on the firing 
line | am myself learning every day, 
and expect to keep on learning until 
[ pass from the scene and let younger 
and more capable men carry on my 
work when | shall have written my 
last order and turned in my _ final 
report. « &. & 
Industrial Control Act to Elimi- 

nate Unfair Competition 
(Continued from page 11) 
advantage of the opportunities of- 
fered by this legislation to operate 
at a profit. 

The mill industry is not organized 
at present. Immediate steps should 
be taken to accomplish this organ- 
ization. The best brains of the in- 
dustry must be drafted to lead that 
organization in this important move- 














ment. 

Unless all cost studies which found | 
the distributor to be the most eco- | 
nomical agency to handle industrial | 
supplies have been awry, the supply | 
industry is going to find itself in the | 
best position which it has enjoyed | 
in its history. It behooves that in- 
dustry to take advantage of the op- | 
portunities offered by this radically | 
different legislation. Immediate ac- | 
tion is called for! 





Cuneo Press Ships Well 

Machinery & Supply 

Company a Carload of 
Catalogs 





To acquaint the industrial 
buyers with their complete lines 
the Well Machinery & Supply 
Company have issued a 650- 
page general catalog, a belting 
catalog and a drillers’ catalog, 
the three editions making a full 
car shipment. 

Do the buyers in your terri- 
tory know of the hundreds of 
items that you can supply? 

Are your salesmen equipped 
to acquaint your customers with 
your lines without taking a half 
day of their time? 

A new catalog is the answer 
to both of these questions. 

Stocking only merchandise 
that appears in your catalog 
means increased turnover and 
simplifies buying and pricing. 

















The Cuneo Catalog Service Com- 
pany have thousands of up-to-the- 
minute unit plates ready for use in 
your next catalog without composi- 
tion expense. Why not talk it over 


with a Cuneo representative and 
learn how easy it is for you to have 
up-to-date catalog representation? No 
obligation. 


THE CUNEO CATALOG 
SERVICE COMPANY 


2242 Grove Street, Chicago, Illinois 
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-DISTRIBUTORS:- 


Exclusive territorial rights and 
high profit margins are avail- 
abie on 


BRONCO BRONZE 


the modern, high lead, anti-friction 
bronze that is creating a sensation in 
industry by its remarkable performance. 

Write today for complete informa- 
tion on the outstanding quality of the 
Bronco Line, and our very attractive 
proposition for distributors. 

Bronco cored and solid bars are avail- 
able in more than 220 different sizes 
and two grades of hardness. 


They will solve your customers’ bear- 
ing problems definitely and econom- 
ically. Their record is exceptional. We 
guarantee the most satisfactory results. 








SALES REPRESENTATIVES 


MENAUGH & COMPANY, INC. 
605 Washington Blvd., Chicago 


URQUHART SERVICE 
2133 Blake St., Denver, Colo. 


C. M. SCHOLL 
4008 Garrott St., 


E. L. CAMPBELL 
517 Walnut St., Knoxville, Tenn. 


BRONCO BRONZE CORP. 
450-456 Union St., BROOKLYN, N. Y. 


Houston, Tex. 











BEAVER Square-built 
Wheel Cutter 


Guaranteed 
to Track! 






Y to 2” 
102’ has a square frame which 
“‘surface-ground’’ to establish true and 
parallel working surfaces as _ ——— to 
subsequent machining operation result is 
a precision made tool that is GUARANTEED To 
TRACK—either as a i-wheel or 3-wheel cutter. 


THE BEAVER “* 
can be 


Competitive in price and weight! Made of CER- 

TIFIED MALLEABLE ae” ee = a 
, n v. 
Wheels “aad rollers 
are standard and in- 
terchangeable. 4 
Write for Complete 


Beaver Bulletin 
M-333. 


The Borden 
Co. 


201 Dana St. 
WARREN, O. 





Surface - grinding 
establishes a true 
working surface. 


Net Price $3.00 


Anywhere in U.S. A. 





Wheels at exact right 
angles to the pipe. 
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Investigate the new and unusual opportunities 





TESTED 


open to distributors of 


WOLVERINE 


COPPER, BRASS AND ALUMINUM 
TUBING AND PIPE 


N the May issue 

of MILL SUP- 
PLIES, we not only 
told 10,000 leading 
industrial consumers 
of the outstanding 
merits of our prod- 
ucts — we very def- 
initely informed 
them that these 
products are availa- 
ble thru distributors. 


In fact, it was 


hardly necessary to emphasize the quality 


and serviceability of Wolverine Tubing and 


Pipe. Wolverine Products are already widely 


accepted by industry for their superior serv- 
ice and their economy. But we did feel it 
advisable to make it clear that they are 
sold thru distributors. 


WOLVERINE TUBE COMPANY 


1451 CENTRAL AVE. 


This message to 
industrial users will 
very definitely help 
our present distribu- 
tors and those who 
will soon take on our 
line. 


If you are inter- 
ested in products 
and policies that are 
“new deal” in every 
sense, write to us for 
details on markets— 





DUCTILE 





BRILLIANT 


surprisingly extensive—for Wolverine Cop- 
per, Brass and Aluminum Tubing and Pipe, 


and on the selling help we will give .you. 


We have many facts to send you, which are 


bound to convince you that the Wolverine 


franchise offers you unlimited opportunities 


in 1933. 


DETROIT, MICH. 

















TEXROPE 


A Mark of 


Distinction 


The accuracy with which the 
belts fit the grooved sheave 
has a decided effect upon 
the drive. Texrope Belts, 
made for Allis-Chalmers by 
B. F. Goodrich, are formed 
in precisely machined molds. 
They seat perfectly in the 
grooves of Texrope Sheaves. 


ISTRIBUTORS who hold the Allis-Chalmers franchise on Texsteel, 
Texrope V-Belt Drives benefit directly from the prestige won 
by this exceptional transmission drive. 

More than 150,000 Texrope 
Drives are now in use in industry. 
These alone provide an enormous 
market for Texrope Belts necessary 
as replacements. Complete Tex- The Texsteel, Texrope Franchise immediately stamps the distribu- 
steel, Texrope V-Belt Drives are tor as responsible and competent to serve. It frequently helps him 


. f is colt } to break down sales resistance on his other lines. It secures entree 
penneee Ter pane ees up te for the distributor's salesman to the proper plant officials. 


The name "Texrope’’ is like magic to leading industrials in all 
sections of the country. When V-belt drives are mentioned, they 
think in terms of ''Texrope." 


7 to | and in ratings from |/4 to 


15 HP. And Texrope V-Belts, with Texsteel Sheaves, provide the distribu- 


tor with attractive sales potentialities in industrial plants of every 
type, for hundreds of applications. The demand for these drives 
is growing daily. Are you prepared to answer it? 


Write us for details of our plan of Sales Cooperation. 


ALLIS-CHALMERS MANUFACTURING COMPANY  [Texrope Division} 


MILWAUKEE Specialists in Power Machinery Since 1846 WISCONSIN 
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